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NAIA State Directors Act On 
Ad Program At Phoenix Midyear 


By KENNETH O. FORCE 


PHOENIX—Approximately 400 at- 
tended the midyear meeting here of 
National Board of State Directors of 
National Assn. of Insurance Agents. 
The meeting was held in conjunction 
with an abbreviated session of Far 
West Agents Conference, of which Paul 
H. Jones of Tucson, vice-president of 
NAIA, is chairman. The vacation 
qualities of Phoenix and its weather 
attracted an almost full complement 





State national directors of NAIA 
reasserted their belief in the Big I 
advertising program by voting for a $2 
million program for 1960 rather than a 
lesser amount. However, to meet the 
objections of states that did not like to 
produce a higher percentage of quota 
than other states that got the same pro- 
gram, the new program is more flex- 
ible. 

Each state will participate on a basis 
te be determined by a seven man com- 
mittee of the board appointed by the 
president. The committee will study 
a revision of participation predicated 
upon a basic program as previously 
attained ($1.1 million in 1958 and 1959). 
It will report to the September meeting 
and its findings as adopted will be ret- 
roactive to Sept. 1. 

States which raise more than their 
base subscriptions will get more ad- 
vertising than the basic program, in 
proportion to the percentage by which 
they exceed the minimum. But states 
which fail to attain the base minimum 
will get less than the full basic adver- 
tising program. 

The committee consists of Peter J. 
Walsh of Denver, chairman, Lawrence 
Derby of Warren, Ark., Valmore For- 
cier of Danielon, Conn., H. J. Ges- 
cheidler Jr. of Hammond, H. T. Moran 
of Oklahoma City, G. W. Friedrich of 
San Antonio, and Ralph D. Callister of 
Salt Lake City. 

Washington and Oregon voted no, 
Washington apparently because it still 
doesn’t like the program, and Oregon 
because, Leonard A. Adams of Portland 
pointed out, the state failed to meet its 
1959 quota and is uncertain what it can 
do for 1960. 

Indiana and Nebraska voted against 
the program until it was explained 
clearly that the new program will give 
more to states that raise more and less 
of states that raise less. 





of delegates, though the distance held 
down the attendance of observers. 

Frank P. Middleton, state national 
director of Arizona and general con- 
vention chairman, and his associates, 
Lynn Hester and Paul Van Leer, all 
of Phoenix, were capable hosts and 
produced some excellent western style 
hospitality. 

Two of those on the program were 
unable to attend because of illness— 
J. Norvell Price of Richmond, Va., 
chairman of the educational commit- 
tee, and Louie E. Woodbury Jr. of 


Wilmington, N. C., past NAIA presi- 
dent and chairman of the special com- 
mittee on employment of the physical- 
ly handicapped. Cooper Cubbedge of 
Jacksonville and Carlton Thomas of 
NAIA presented the two reports. 


O’Mahoney Investigation Reviewed 


Much of the early sessions was de- 
voted to the O’Mahoney investigation 
of insurance, the Kefauver bill to di- 
vorce financing and insurance from 
motor car manufacturing, H.R. 10 to 
permit self employed to provide for 
their own social security, and the pub- 
lic housing administration’s 20% rule 
on purchase of insurance. 

The Big I campaign was vigor- 
ously debated. Joseph A. Neumann of 
Jamaica, N. Y., past president of 
NAIA and now chairman of the ad- 
vertising committee, said agents could 
abandon the program, set up a $2 
million goal and try for it, or estab- 
lish a more realistic goal of $1.1 mil- 
lion, the average collected in each of 
the two years so far. If agents" want 





the latter, however, he said, they 
would have to regard their quotas as a 
firm commitment. 

The Senate anti-trust and monopoly 
subcommittee, under the direction of 
Sen. O’Mahoney, recently has sharply 
altered its plan of conducting its in- 
quiry into insurance, Maurice G. Hern- 
don, manager of the Washington of- 
fice of NAIA, reported. About May 12, 
he said, the subcommittee will 
launch hearings on ratemaking, es- 
pecially by bureaus. Previously it had 
been scheduled to hold hearings on 
ocean marine and perhaps credit in- 
surance as well before tackling the 
rating bureaus. At least the subcom- 
mittee had been expected to wait till 
its second questionnaire results were 
in, in August, before starting on rate 
making. 

Has Enough To Proceed On 


However, Mr. Herndon said, appar- 
ently the subcommittee has enough 
material to go ahead. He said the de- 
velopment is being regarded by the 

(CONTINUED ON PAGE 26) 





Controversy Surrounds Bureau Auto Merit 
Plan In Cal.; Moratorium Suggested 


State-wide discussions on the ex- 
perimental “safe driver plan” sched- 
uled to become active in California 
May 1, continue on the controversial 
side in and out of the insurance .in- 
dustry. 

The question was put up to Gov. 
Brown who, after a discussion with 
officials, requested Commissioner Mc- 
Connell to investigate or study the 
plan to determine if the rates were 
correct. He was reminded by his di- 
rector of finance that the California 
commissioner has no authority over 
automobile insurance rates. However, 
the governor’s request went to the 
insurance department which is now 
making a complete study. 

Producers Suggest Delay 

On the other hand producers have 
expressed criticisms and have sug- 
gested that the effective date put off 
until some revisions are made. One 
proposal is a moratorium of 90 days. 

Oakland Assn. of Insurance Agents 
has been advertising the plan over 
the radio—on the same net work the 
Meritplan of Los Angeles has been ad- 
vertising for some time its special rat- 
ing system for accident-free motorists. 

Lloyd Kahn, president of the In- 
surance Brokers Exchange of Califor- 
nia called it “controversial” and said 
that in view of the bureau’s statement 
that the plan “is not perfect” revisions 
should be made. 

Comments from 
being published 


still 
in 


motorists are 
“pro-and con” 


newspapers with some papers adding 


editorial comment. 

Suggesting revisions, Mr. Kahn said 
in a bulletin to members: 

“Had certain changes been made in 


advance of the announcement, result- 
ant support and response would have 
been sensational rather than contro- 
versial. Here is a plan with such po- 
tential that, properly conceived and 
administered, it could improve the 
driving habits of the California motor- 
ing public if not those of the entire 
nation.” 

He also said: “While there have been 
many important developments in the 
history of the insurance business, I 
cannot recall anything more contro- 
versial and more widely discussed than 
the recently announced safe driver 
insurance plan.” 

There are reports that local associ- 

(CONTINUED ON PAGE 26) 





SRO Signs Up At 
Iowa Agents’ Rally; 
Connable New Head 


Association In High Spirits; 
Asks Companies For More 
“Cooperative Conferences” 


By BERNARD P. McMACKIN Jr. 


CEDAR RAPIDS—tThe spirit which 
won for the Iowa Assn. of Indepen- 
dent Insurance Agents the 1958 mem- 
bership trophy of National Assn. of 
Insurance Agents prevailed at the 
association’s convention here this 
week. It was standing room only at 
the speaking and business sessions, 
and hospitality suites, which were 
plentiful, were busy too. 

R. J. Connable, Keokuk, stepped up 
to the presidency, relieving H. H. Nel- 
son, Council Bluffs. 

The association reaffirmed the po- 
sition taken last November by the ex- 
ecutive committee, censuring the com- 
panies on the cut in the production 
cost allowance which was reflected in 





NEW OFFICERS 

E. S. Ulrich continues as secretary- 
manager. The new vice-president is 
L. M. Miller, Cherokee. Earl Holtz, 
Ames, was elected to the executive 
committee, together with Carl Ober- 
man, Ottumwa. Mr. Nelson remains 
on the committee. 





automobile rate filings. It added a 
proposal that companies’ establish 
more frequent “cooperative confer- 
ences” with agents. 


The NAIA advertising committee 
was asked, in another resolution, to 
switch to a “harder-hitting, direct 
selling” style. Further, the Iowa as- 
sociation would like to see the NAIA 
ad program adjusted for greater flexi- 
bility to meet varying needs. The sen- 
timent among many attending the 
Cedar Rapids sessions seemed to be 
that the Big I has been a success but 

(CONTINUED ON PAGE 23) 








Members of a discussion panel on agent-company cooperation at District of 
Columbia I-Day. From left, front row, A. L. Jagoe, Arthur F. Johnston, of 
Travelers, Preston W. Grant, and Mark G. Bowen of Standard Accident. In rear, 
from left, are Samuel J. Sugar, George P. Schultze of Home, E. Jack Notley of 
Aetna Casualty, and Bernard M. Levy. 
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Insurers Learning Competition 
Forces Marketing Adaptations 


BY JOHN N. COSGROVE 


Based on a talk at Washington, D.C., 
1-Day. 


Agency companies and their pro- 
ducers seem to think that they have 
been singled out as the special victims 
of crushing competition. No doubt this 
is perfectly natural. But exclusive con- 
centration on one’s own _ problems, 
without an occasional look at the past 
and present economic facts of com- 
petitive life in other business areas, 
can warp perspective. It can prevent 
insurers and their producers from re- 
alizing that the history of competition 
is a story of adaptation and that all 
competitors—even those with an ad- 
vantage—must constantly change their 
methods to meet shifting conditions. 

Business history is full of examples 


which prove that no system of mar- 
keting has ever disappeared in Amer- 
ican economic history. Every one has 
adapted and has continued as an im- 
portant competitive factor. But indi- 
viduals and companies within systems 
have disappeared because they in- 
sisted on the status quo. 

Agency company competitive prob- 
lems developed over the last relatively 
few years and catapulted company 
executives and producers into an un- 
familiar arena. Combatants from every 
other segment of business have been 
in there fighting as long as they can 
remember. They know no other way 
of business life. In fact, the unique 
quality of American business is sup- 
posed to be based on this competitive 
struggle which forces change and re- 
sults in better products for the public 
at lower cost. Why should insurance 


be an exception to this rule? 

Let us take a look at the past and 
present status of other types of en- 
terprises. To put this view in an in- 
surance focus, let us first consider one 
of the sweeping generalities often 
heard in the business. The independent 
agent will disappear down the same 
road to oblivion taken by the inde- 
pendent grocer who was forced out by 
big chain supermarkets. In this view, 
the agent will presumably be re- 
placed by supermarkets of insurance. 
The implication here is that inde- 
pendent grocers prospered up to a 
certain point and then suddenly found 
themselves out on the sidewalk among 
their pickle barrels, slabs of cheese 
and piles of ledgers filled with unpaid 
accounts. This never happened. A 
number of fates were in store for in- 


(CONTINUED ON PAGE 15) 





Ackerman Honored By 
Great American Staff 


Daniel R. Ackerman, recently retired 
chairman of Great American, and Mrs. 
Ackerman were honored at a recep- 
tion and testimonial dinner. 

William E. Newcomb, chairman and 
president, paid tribute to Mr. Acker- 
man’s contributions to the company 
through more than 51 years of growth. 
Guest speakers were James O. Nichols, 
president of American Foreign Insur- 
ance Assn. and Emil A. Kratovil, pres- 
ident of Carpinter & Baker. 

Leslie R. Meyers, president of the 
employes’ Quarter-Century Club, pre- 
sented Mr. Ackerman with a gift and 
thanked him for his interest in em- 
ploye welfare now reflected in many 
benefits which club members enjoy. 


McGahan Is Deputy 


Of N. Y. Department 

Walter G. McGahan, a Bayside, N. Y., 
attorney and former state senator, has 
been appointed a deputy superintendent 
of the New York department. Prior io 
his term as senator from 1955 to 1958, 
he was law assistant to the Queens 
county board of judges from 1953 to 
1954. He represented the borough — of 
* Queens on the New York City council 
from 1947 to 1949. In 1946 he served as 
research counsel to the state senate, 
and was simultaneously Queens county 
motor vehicle commissioner. He was 
Republican candidate for comptroller of 
New York City in 1957. 


Peet Opens Consulting Office 

MINNEAPOLIS—William Peet, for 
six years manager of the risk analysis 
department and director of research 
here for Marsh & McLennan, has 
opened private practice as an inde- 
pendent risk consultant at 218 South 
Tenth street. Under the name of the 
William Peet Co., he will offer inde- 
pendent eudits, counsel and aid to 
management on insurable risk prob- 
lems. 


John B. Moorehouse of Seattle has 
been appointed chairman of Western 
Insurance Information Service’s north- 
west steering committee. He succeeds 
J. Wilson Gowdy as casualty depart- 
ment manager of Western Pacific. 


London Times Calls 
N.B.-Comm’I. Union 
Merger ‘Major Event’ 


The London Times, reporting last 
week the proposed merger of North 
British and Commercial Union, de- 
scribed it “by any standards ... a 
major event.” 

The proposal calls for a rate ex- 


change of five Commercial Union 
shares for every four North British, 
plus five shillings cash. Holders of 


North British 4°% preferred would re- 
ceive Commercial Union 5% stock in 
exchange. The offer worth about 
£36 million. 


Exchange Is “Fair” 


is 


The boards of both companies have 
agreed that the basis of exchange is 
fair and that the combination of the 
groups, particularly in North America, 
will result in substantial benefits. 

The merger would create a company 
with more than £300 million of as- 
sets with premium income of £100 
million a year, excluding life. Of the 


total, £45 million would come from 
the U.S. 
The Times comments that North 


British stockholders doubtless will wel- 
come the offer. Their shares would 
become worth 63s, 112d, well above the 
recent market price. 


Vt. Eyes A&S Exceptions 

A bill giving insured 10 days to in- 
spect A&S policies for fine print ex- 
ceptions and to return them if dissat- 
isifed has been approved by the Ver- 
mont house. Insured would be entitled 
to a refund if the policy is returned on 
time. 


Enact FR Low In Alaska 


The Alaska legislature has enacted 
a financial responsibility law with 
minimum limits of 10/20/5. Sept. 1 
is the effective date. 

Commissioner Duncan is taking steps 
to establish an assigned risk plan and 
is asking the National Bureau and the 
independents to make the uninsured 
motorists coverage endorsement avail- 
able on a voluntary basis. 


Behlmer Chairman Of 
Reporting Form Group 


At the annual meeting in New York, 
Reporting Form Service Office elected 
S. G. Behlmer, Hartford Fire, chairman 
of the governing committee; W. W. 
Allen, Home, vice-chairman, and John 
J. Dillard, Fireman’s Fund, treasurer. 

America Fore, Home, Phoenix of 
Hartford and Royal-Globe were elected 
to the committee. 

Insurance Women’s Club of Washing- 
ton, D. C., celebrated its 24th anniver- 
sary with a cocktail party at the May- 
flower Hotel. Members’ bosses were 
guests of honor. 


Hits Departments’ Desire To Reduce 
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Guarantee Mutual 
Is Reinsured By 
Merchants & Farmers 


Merchants & Farmers Mutual Fire 
of Worcester has reinsured Guarantee 
Mutual Fire of Springfield, O. The 
consolidated operation will continue as 
Guarantee Mutual which will operate 
under the 1846 charter of Merchants 
& Farmers. The home office will con- 
tinue at the present location of the 
latter company in the State Mutual 
Life building in Worcester. 

The reinsurance deal is the latest 
in a series of interrelated transac- 
tions. In 1956, Guarantee Mutual Fire 
formed a _ working affiliation with 
Worcester Mutual Fire. In 1958, State 
Mutual Life and Worcester Mutual Fire 
affiliated for “shared management of 
unified one-stop selling.” Later in the 
year, State Mutual Life and Merchants 
& Farmers Mutual affiliated on the 
same basis. 

Officers of the newest consolidated 
operation are H. Ladd _ Plumley, 
chairman; Clifford A. Peterson, presi- 
dent and treasurer; Irving T. F. Ring, 
J. Howard Rohrer, Alexander B, 
Campbell and Vernon D. Greene, 
vice-presidents; Edgar E. Sampson, 
secretary; Alden H. Gates, assistant 
treasurer, and Eugene W. Esten, as- 
sistant secretary. 

Mr. Plumley is president and Mr. 
Ring senior vice-president and treas- 
urer of State Mutual Life. Mr. Peter- 
son was president of Merchants & 
Farmers. Mr. Rohrer has been vice- 
president and Mr. Greene treasurer of 
Guarantee Mutual. Mr. Campbell was 
secretary, Mr. Sampson and Mr. Esten 


assistant secretaries, and Mr. Gates 
assistant treasurer of Merchants & 


Farmers. 


Expense Portion Of Premium Dollar 


CEDAR RAPIDS—Scott McIntyre, 
president of United Fire & Casualty 
of Cedar Rapids, in an address before 
the convention here of Iowa Assn. of 
Independent Agents, blasted deter- 
mination of insurance departments to 
reduce the expense portion of the pre- 
mium dollar. He charged them with 
refusing adequate rates and forcing 
companies to make a choice between 
“dropping out of the business or re- 
ducing commissions.” 

Mr. McIntyre said there is no such 
thing as an excessive rate for auto- 
mobile insurance, provided the market 
is free. Competition for business 
keen and anyone who charges an ex- 
cessive rate will soon be out of busi- 
ness. But, he said, the market must 
be kept free. 

“Rate regulation, left to the bureau- 
crats,” Mr. McIntyre stated, “will not 
remain free. It makes work for them 
to have a number of different plans 
or schedules. It is so much easier to 
have a rigid system.” 

There is no logical reason why there 
cannot be more flexible rates, Mr. 
McIntyre charged. He cited the Cali- 
fornia rating plan—the merit-demerti 
system which goes into effect there this 
week—and_ outlined other factors 
which he thinks justify rate differ- 
ences. These include non-drinking 
owners and drivers. 

Mr. McIntyre also 


is 


urged a “true 





assigned risk plan, where the loss ex- 
perience, the expenses, the taxes and 
your commission, and a_ reasonable 
profit, should be paid by the assigned 
risks.” 

Of the classification system, Mr. 
McIntyre quarrels with the idea that 
assigned risks, with 98% loss ratio. 
should get the same rate as middle 
aged persons who use their cars only 
occasionally and reflect loss ratios in 
the low 30% bracket. The youthful 
driver does not need to be an as- 
signed risk, Mr. McIntyre believes. 
“All we need is an adequate rate.” 

“Most insurance departments under 
the influence of the New York depart- 
ment are determined to reduce the 
expense portion of the premium dol- 
lar,” Mr. McIntyre stated. “The only 
large item available to be cut is your 
commission. When the bureaucrats 
refuse an adequate rate, the compa- 
nies have no choice but to drop out 
of the business or reduce your com- 
mission. It isn’t the company doing 
that: It is the commissioner of insur- 
ance. Last year, Commissioner Ben- 
nett hurried to get front page pub- 
licity when the safety department’s 
campaign to save 100 lives seemed to 
be bearing fruit, and he implied the 
rate reduction of the National Bureau 
companies was due to highway safety, 
when actually it was due to the re- 


(CONTINUED ON PAGE 23) 
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Look for this advertisement in 
The Saturday Evening POST 
of May 16th 


Producers are invited to use 
this artwork and text in 
their own advertising. 

For details, contact the 
Great American fieldman 
in your area, or write 


directly to the company. 
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Gragg Executive 
V-P Of U.S.F.&6.; 
Spencer Named V-P 


U.S.F.&G. has elected Williford 
Gragg executive vice-president and 





William H. Spencer 


Williford Gragg 


William H. Spencer vice-president. Mr. 
Gragg has been director of the com- 
pany’s research operations for several 
years. Mr. Spencer, who has been as- 
sistant. agency director, succeeds Mr. 
Gragg in charge of the research and 
review department. 

Mr. Gragg joined the company in 
1937 as an adjuster at Memphis after 
practicing law there. Later he was 
transferred to Oklahoma and was suc- 
cessively claim adjuster and _ special 
agent at Tulsa and assistant manager 
at Oklahoma City. He went to the 
home office in 1953 as assistant agency 
director, and was made assistant vice- 
president and associate agency direc- 
tor in 1955. In 1956 he was elected 
vice-president to organize the re- 
search and review department. 





Are you 
Cheating 


YOURSELF? 


. . . This new booklet is mostly about the 
advantages which accrue to the local agent who is 
determined to sell insurance protection to guard 
existing values. If you are interested in reading about 
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F. D. Sears Is New 
Md. Commissioner; 
Succeeds Jackson 


F. Douglass Sears has been appointed 
Maryland insur- 
ance commissioner 
effective May 4. 

Mr. Sears has 
spent his entire 
business career in 
insurance. Until 
his retirement a 
year ago he was 
manager of Great 
American Indem- 
nity in Maryland, 
District of Colum- 
bia and a portion 
of Virginia and 
West Virginia. He began in insurance 
as a local agent. 

Montgomery-Prince Georges Assn. 
of Independent Agents endorsed Mr. 
Sears two months ago, and the Mary- 
land association has urged his appoint- 
ment. 

A long time friend of Gov. Tawes, 
Mr. Sears will succeed Charles S. 
Jackson. 





F. Douglass Sears 


David R. Porter, a founder and di- 
rector of David L. Babson & Co., a 
Boston investment and counseling or- 
ganization, has been elected a direc- 
tor of Preferred of Grand Rapids. 





Mr. Spencer joined U.S.F.&G. in 
1945 as an adjuster at Jackson, Miss. 
He was transferred to Memphis in 
1950 as claim superintendent and was 
advanced to executive assistant in the 
home office claim department in 1955. 
He became assistant agency director 
in 1956 


this selling attitude please drop us a line. 





Mich. Agents Keep Up 
Attack On School 


Self Insurance Bill 

LANSING—While a special sub- 
committee of the Michigan house is 
studying a school self insurance fund 
bill, Michigan Assn. of Insurance 
Agents has come up with some sig- 
nificant new ammunition against the 
measure. 

Waldo O. Hildebrand, the agents’ 
secretary-manager, has pointed out in 
a new bulletin to the membership that 
populous school districts would be 
subjected to discrimination under the 
proposed fund and would pay more 
for their coverage than for present 
insurance while losing the many ad- 
vantages of the existing protection. 

Under the bill, contributions to the 
self-insurance fund would be on a per- 
pupil basis rather than on _ under- 
writing principles which take into ac- 
count type of construction, hazards, 
and available protection. 

“One school district,” Mr. Hilde- 
brand notes, “according to the fund 
method of charging premiums on a per 
student basis, would pay $706 for the 
same ‘security’ of the fund as another 
that would pay $20,374, or $5,384 more 
than it is now paying for $25,743,000 
coverage in private companies.” 

The bulletin further notes that 
steady rate reductions over the past 
decade have brought a situation in 
which five times as much property 
value now is insured for slightly more 


than twice the former’ premium. 
School building and contents values 
have increased an estimated 370% 


during the 10-years. Eight decreases 
in rates have been recorded during the 
same period. 











Le Roy, Ohio 





Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY 
OHIO FARMERS INDEMNITY COMPANY 
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Merwin Brandon Is 
Elected President Of 
Underwriters Lab 


New officers elected at the annual 
meeting of Underwriters Laboratories 
last week in Chica- 
go are: Chairman, 
Clarke Smith, 
Royal; _ president, 
Merwin’ Brandon, 
Underwriters La- 
boratories. New 
trustees are Lester 
S. Harvey, New 
Hampshire Fire, 
and W. L. Nolan, 
North British. 

Mr. Smith re- 
places C. W. Ohl- 
sen of Sun, retired; 
Mr. Brandon succeeds Curtis R. Wel- 
born, retired, and Messrs. Harvey and 
Nolan succeed Mr. Ohlsen and H. A. 
Clark, Firemen’s, retired. 

Reporting as outgoing president, Mr. 
Welborn said the laboratories in 1958 
underwent a careful examination of 
practices with the objective of effect- 
ing economies in operations. This was 
a successful endeavor and income for 
the year was in excess of expenditures 
by a comfortable margin. 

The laboratories are more current 
in tests and preparation of reports for 
clients than in previous years, he added, 
most of the projects being reported 
upon during or shortly after the close 
of each quarter in which the applica- 
tions were assigned to the text schedule. 

The year began with 2,766 projects, 
and during the year 18,738 were opened 
and 18,422 closed. The volume of labels 
released to subscribers exceeded 1957 
by 4%, and label service was inaugu- 
rated on seven new product classifi- 
cations. 

Staff members of UL made personal 
appearances before an estimated audi- 
ence of 22,000 persons and _ safety 
films were shown approximately 5,000 
times and were used 11 times on tele- 
vision. 

The balance sheet of the laboratories 
shows total assets of $8.3 million, of 
which $6.4 million is in buildings and 
equipment. 


Fla. Auto Rates Up 


Commissioner Larson of Florida has 
approved with modifications National 
Bureau’s filing for automobile liabil- 
ity rate increases. The bureau pro- 
posed, on the basic of 5/10/5 limits, 
combined BI and PDL increases of 





Merwin Brandon 


26.3% on private passenger cars, 
25.8% on commercial cars, 14.8% on 


division one garage risks, and 17.9% 
on public liveries and taxicabs. On the 
basis of 10/20/5 limits, increases are 
22.6%, 22.2%, 13.2% and 17.9% in 
the respective categories. 


McCrory Joins Wolverine 


As Director Of Advertising 


Edward L. McCrory has joined Wol- 
verine of Battle Creek as director of 
advertising. He will also direct the 
advertising for the associated compa- 
nies—Secured of Indianapolis, River- 
side of Arkansas, and Federal Life & 
Casualty. Previously he was director of 
advertising and publicity for Country 
Mutual group of Chicago. 

L. M. Dunathan, executive vice- 
president and secretary of Shelby 


Mutual, has been elected a director of 
Ohio Hardware Mutual of Coshocton. 








es 


san mnie Base 





Ss o 3 0a > eS] DO 


oO 


io ioe @) 


om mt bee 4S OS 








1959 


f 


nual 
ories 


ries 
» OF 
and 








May |. 1959 


High Court Asked 
To Review Decision 
On Mail-Order Ads 


The Justice Department, acting in 
pehalf of the Federal Trade Commis- 
sion, has petitioned the U.S. Supreme 
Court to review the eighth circuit court 
decision which ruled that the FTC has 
no jurisdiction over the mail-order ad- 
vertising of Travelers Health Assn. of 
Omaha. The grounds for the circuit 
court decision were that Nebraska 
statutes regulate Travelers Health’s ad- 
vertising practices “within the letter 
and spirit of the McCarran-Ferguson 
act, and that the act has placed such 
practices beyond the regulatory power 
of the commission.” 

The government brief asking for re- 
view noted that the Supreme Court, in 
its decision in the National Casualty 
and American Hospital & Life case, 
specifically differentiated between the 
companies involved in that case and 
those doing interstate business solely 
by mail. The court here, the brief 
stated, left undecided whether com- 
panies doing business interstate by 
mail-order only were outside FTC jur- 
isdiction over the advertising of in- 
surers doing business in a state through 
local agents, where state statutes regu- 
lated such advertising within its bord- 
ers. 

The brief also stated that Nebraska 
statutes cannot protect the inhabitants 
of other states in which a Nebraska 
A&S company solicits business by mail. 
The brief added that even the 1957 
amendment to Nebraska law, which 
gave the insurance director power to 
regulate solicitation practices of Ne- 
braska companies in other states, could 
not authorize the state “to prohibit de- 
ceptive practices beyond its borders.” 

The brief said, “of necessity, the 
problem of preventing misrepresenta- 
tions by insurance companies doing 
business solely through the mails can 
be effectively dealt with only by the 
federal government.” 


Peerless Honors Veteran 
Employes At Award Dinner 


Peerless held its first annual award 
presentation for employes with 15, 20, 
and 25 years of service at a luncheon 
following the annual _ stockholders’ 
meeting. Checks and gifts were pre- 
sented. 

Of the 14 employes who received 
25 year awards, a majority had well 
over 25 years of service with a maxi- 
mum of 44 years and an average of 
31 years. The award for members in 
this group was a Hamilton wrist watch 
and a check. The recipients included 
Ernest E. Newcombe, secretary-treas- 
urer; Lawrence E. Messer, vice-presi- 
dent in charge of claims, and James 
M. Kay, assistant treasurer. 


Baltimore Agencies Merge 

Maury, Donnelly & Parr and Turner 
& Thomas, Baltimore agencies, are 
merging May 1 under the corporate 
title of the former, with Turner & 
Thomas partners becoming officers of 
the combined operation. During the 
transition period, there will be a Turn- 
er & Thomas division of the consolidat- 
ed firm for customer identification 
purposes. 

Company representation of the for- 
mer separate agencies will be sub- 
stantially unchanged. The merged 
staffs will occupy the Maury, Don- 
nelly & Parr offices in the Donnelly 
building. 
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Views Underwriter’s Failures, 
Successes And Alarming Future 


Business activity is always carried 
on between the horns of a dilemma 
and the business of underwriting is no 
different, O. C. Griffith, assistant to 
the president of Shelby Mutual, told 
the underwriting meeting in Chicago 
of Conference of Mutual Casualty 
Companies. On one hand there are 
always the pressures of transactions 
to be handled and accepted. On the oth- 
er there are the pressures arising from 
accountability to management. The 
underwriter, more than practically 
anyone else, at all times has been in 
the middle. 

Mr. Griffith described the climate 
and environment in which the under- 
writer worked in the 1930s, 1940s and 
1950s, and what he learned from his 
experiences. Then he took a look at 
what is in store for him in the future. 
This, he predicted, will be even worse 
with a big increase in teen-age and 
over-65 drivers, an “explosive” ex- 
pansion in driving, more _ inflation, 
and a multiplication of new products 
and hazards, including, perhaps a fly- 
ing automobile. 

In the 1930s, he said, there was a 
rather flexible rating environment, a 
not excessively claim-conscious pub- 
lic, and no inflation. Most exclusive 
agent companies were still small. A 
standardized automobile policy had 
only begun by 1935. In the claims de- 
partment the voice of the underwriter 
was rarely heard. 


Turned Up A Profit 


The underwriter collected premi- 
ums, wrote a good letter, and coopera- 
ted with the sales department. He us- 
ually turned up a profit. Some insur- 
ers believed volume was the long run 
answer to any sort of loss ratio prob- 
lem. 

The war brought a shortage of un- 
derwriters, tremendous reductions in 
automobile rates and a decline in cas- 
ualty premiums. The pressure of in- 
creased office costs hurried the pack- 
age policy, comprehensive personal 
liability, then comprehensive general 
and auto. 

The forties developed very little 
understanding of the true nature of 
underwriting activity. Underwriters 
could not see what lay ahead. Man- 
agements tended to be administrative. 
They had little respect for underwrit- 
ing technicalities. The importance of 
underwriting profits, for a real rainy 
day, was understood in only a few or- 
ganizations. The role of surplus in the 
growth of insurers was only starting 
to be understood. 

The Supreme Court held insurance 
to be commerce and threw the busi- 
ness into consternation. Regulatory 
bills seemed to put the states into 


position to continue to supervise the 
business. However, Mr. Griffith be- 
lieves underwriters have not heard the 
last of Federal Trade Commission. 


Missed The Post-Bellum Boat 


Underwriters completely missed the 
boat at the end of World War II and 
they forgot their role even as collec- 
tors. They failed to raise auto rates 
quickly enough after gas rationing. 
Insurers found surpluses dwindling. 
Departments appeared paralyzed and 
unwilling to give rate increases, evi- 
dently because of strange, new regula- 
tory duties. 

In the last two years of the decade, 
departments began to discharge the 
defined responsibilities which had 
been thrust upon them. Underwriters 
of necessity started to assume a little 
more clearly defined role within each 


company and to comprehend more 
clearly their function in the industry 
as a whole. This was particularly true 
in reinsurance underwriting, which 
previously had been pretty much tak- 
en for granted. 

Looking generally at those two de- 
cades, the underwriter of the 1930s 
was probably at best an amiable col- 
lector and amasser of disbursable 
premium. The underwriter of the 
1940s awakened for the first time to 
his role in a team operation. He was 
forced to realize that everything had 
to be right for him to show up well 
in providing an underwriting profit 
for his company. At least the rate lev- 
el had to be adequate and there could 
not be too many leaks in claims handl- 
ing. Companies began to assign fre- 
quency control to underwriters and 

(CONTINUED ON PAGE 20) 
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McDowell Urges Free 
Marine Competition 


Carl E. McDowell, executive vice- 
president of American Institute of Ma- 
rine Underwriters, speaking at the 
group meeting on sea transport at the 
congress of International Chamber of 
Commerce in Washington, D. C., made 
a strong plea for free competition in 
the field of transport insurance. 

Transport insurance is essentially 
an international service, he said. Its 
value is established by experience, 
which can only be gained by continu- 
ous and direct practice in a freely 
competitive market. Nationalistic in- 
surance laws which restrict the plac- 
ing of transport coverage in the for- 
eign national market, tend to result in 
higher rates to the foreign trader and 
his supplier or consignee, he pointed 
out. Foreign insurance markets which 


F2eNATIONAL UNDERWRITER 


are artificially protected by such laws 
tend to offer more restricted cover- 
ages than those generally available 
in the competitive international mar- 
ket. 


Plan N. C. Hearing On 


Water Damage Exclusion 

Commissioner Gold of North Caro- 
lina has called a public hearing at 
Raleigh May 13 on proposed revisions 
in the water and flood provisions un- 
der extended coverage, personal prop- 
erty, homeowners and comprehensive 
dwelling forms. 

The revisions were requested in fil- 
ings by Inland Marine Insurance Bu- 
reau and North Carolina Fire Insur- 
ance Bureau to clarify exclusion of 
water damage. The filings resulted 
from numerous claims following coast- 
al hurricanes which caused damage 
from high tides. 





rare opportunity. 


institutions. 


To Organizations now controlling 


Credit Insurance Accounts 


we offer General Agency Opportunity 


in Credit Life, Accident and Health 


@ If you are currently in the Credit Life, Accident and 
Health business, and if you want to improve your facilities 
with a complete line of credit insurance coverages .. . 
and at the same time, increase your income . . 


@ Our Company writes Ordinary Life and Credit Insurance 
in 41 states, District of Columbia, and Alaska, and is an 
affiliate of the Central National Insurance Group of 
Omaha, specializing in insurance coverages for financial 


@ Your inquiry will be held in strict confidence. Please 
write direct to Norman T. Carson, President, The Central 
National Life Insurance Company, Central National In- 
surance Building, Omaha 2, Nebraska. 
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R. L. Thiele 
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CHICAGO, 


Service to Stock Fire Insurance companies for 56 years. 


Inspections and Underwriting Reports. 


C. H. Strong, Chief Inspector 


ILLINOIS 
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Allstate Gets Conn. 
Auto Rate Increase 


Commissioner Premo of Connecticut 
approved Allstate’s filing for increased 
private passenger automobile liability 
rates, effective April 22. The highest 
BI and PDL rate hike was 25.3% in 
some sections of Fairfield County. 
Among other increases were 23.8% 
in Hartford, 20% in Hartford suburban, 
17.5% in Bridgeport. The statewide 
average is about 15%. 

Mr. Premo indicated that approval 
of the filing did not imply complete 
acceptance of the system used by All- 
state in computing rates. He asked for 
a change in the presentation of private 
passenger experience by year in fu- 
ture filings. This should cover at least 
three vears. In addition, he requested 


loss and expense data jusifying the 


differential between Allstate’s rates 
and those of National Bureau com- 
panies. 


250 Attend O. Mutual 
Agents’ Convention 


The annual meeting of Ohio Assn. 
of Mutual Agents at Columbus at- 
tracted more than 250 registrants. 
Thomas R. Mote of Piqua was elected 
president. 

Superintendent Stowell of Ohio 
talked on legislation and said it is his 
feeling it is not within the province of 
the insurance department to attempt 
to influence the legislature. 

Ideas for selling were presented by 
Cecil O. Dudley, sales consultant of 
Columbus, who covered his subject in 
two sessions during the meeting. 

At the past presidents’ recognition 


breakfast, David A. Ivry, associate 
professor of insurance at the Univer- 
sity of Connecticut, discussed ‘“Pro- 


fessionalism in Insurance Selling,” say- 
ing that agents should become special- 
ists if they want to gain status in their 
community. 

Henry D. Bean, Haddonfield, N. J., 
president of the national association, 
outlined the national program for 
1959 and gave a report on the recently 
completed survey on the cost of doing 
business. 

Highlighting the luncheon the sec- 
ond day was Arch Northington, former 
Tennessee commissioner. 

At the banquet which closed the 
convention a_ distinguished citation 
was presented to J. Frank McClure of 
Loudonville for his services in the 
Ohio legislature from 1942 to 1958. For 
the first time, an award was made to 
a newspaper man for achievement in 
insurance reporting. William Schlem- 
mer of the Akron Beacon Journal was 
honored for his series of articles on 
automobile rates. 
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N.Y. Hearings Set On 
Blue Cross Rates 


Following requests from five New 
York Blue Cross plans for rate in- 
creases averaging from 28.8% to 43.3%, 
Superintendent Thacher has _sched- 
uled public hearings at Buffalo, May 
4; Rochester, May 5; Syracuse, May 6: 
Utica, May 7, and Albany, May 8. 

Associated Hospital Service of New 
York City has applied for an average 
rate increase of 34.2% to be effective 
Sept. 1. The temporary rate increase 
granted last September has proved to- 
tally inadequate, according to plan 
officials. No hearing has been set on 
this request. 

The hearings should clarify the ef- 
fects upon these plans of such new 
factors as amendments to health in- 
surance legislation which take effect 
July 1, the new law permitting Blue 
Cross plans to enlarge their benefits 
to include home care by visiting nurses, 
and a bill just signed by the governor 
reducing the portion of premiums now 
required for contingency reserves, the 
superintendent said. 

Advice For Informants 

He specified that anyone wishing to 
present information at the hearings 
should advise him in writing, at least 
48 hours before the hearing, of the 
nature of the presentation and the 
time required, and should submit a 
copy of such notice to the appropriate 
Blue Cross headquarters. Those wish- 
ing to submit written memoranda 
should file them two days in advance 
with the department in New York and 
with the plan involved. 

Since statistics furnished by the 
petitioning plans indicate that current 
rates are seriously inadequate, Super- 
intendent Thacher recently requested 
a status report on the study of non- 
government, non-profit health plans 
now being made in the state. Dr. Ray 
E. Trussell, chairman of the school of 
health and administrative medicine 
of Columbia University, director of the 
study, reported that complete findings 
would not be ready before fall, but 
said that if the state’s non-profit hos- 
pital service plans are in financial 
straits, their relief should not be de- 
layed until the study is completed. 


Seek To Dissolve Ill. Mutual 

The Illinois department has asked 
that Springfield Mutual County Fire 
be dissolved. The department’s peti- 
tion says the law calls for dissolution 
when a company has no assets and no 
means of payment of liabilities, and 
that this is the case with Springfield 
Mutual County Fire. As of Dec. 31, 
1957, this company had assets of $6,962 
and wrote $5,963 in premiums or as- 
sessments. 
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TRUCK AND CAR GLASS 




















fast 
low cost 

excellent 
service 








MO 4-1100 





REPLACEMENTS 


American now offers three fast convenient auto and truck 
glass replacement services. They are designed with you 
and your assureds in mind and are fashioned to eliminate 


inconvenience and delay. 
When your assured needs window replacements he can 


1. Phone MO 4-1100 and have an American radio dis- 
patched truck sent to his home or office for immediate 


on-the-spot window replacements. 


2. Bring his auto into the American Glass shop for fast, 


dependable service. 


3. Phone American for the address of one of the eight 
conveniently located reglazing stations nearest him. He 
can make an appointment to have one of our auto 


glaziers meet him and make immediate replacement. 


We think you and your assureds 
will like this service and the courte- 
ous, efficient fast way it is per- 


formed. 


For more complete details give us 


a call. You'll be glad you did. 














1030-42 N. Branch—Chicago—MOhawk 4-1100 


| Oe 7 Ae 





3156 E. Woodbridge—Detroit—LO 8-1060 
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State Farm To Sponsor 
Bill Veeck TV 
Show In Chicago 


A televised sports interview show 
featuring Bill Veeck will open in Chi- 
cago May 11 sponsored by State Farm 
Mutual Auto. The colorful new ma- 
jority stockholder of the Chicago 
White Sox and his wife Francis will 
interview sports personalities from 
9:30 to 9:45 Monday nights on a local 
station. 

The new show is part of State 
Farm’s special advertising program in 
major league cities where the na- 
tionally televised CBS “Baseball Game 
of the Week” show, co-sponsored by 
State Farm, is not carried. 


Shindel, Hawthorne Named 
By GAB In Two New Offices 


General Adjustment Bureau has ap- 
pointed William T. Shindel manager 
of a new Philadelphia office at 219 
East Willow Grove Avenue. This of- 
fice will service the territory not cov- 
ered by the bureau’s new northeast 
Philadelphia office. Mr. Shindel joined 
the bureau in 1949 at Wilkes-Barre and 
was named manager at Hazelton, Pa., 
in 1956. 

Bruce W. Hawthorne has been ap- 
pointed manager of a newly opened 
office at 19-21 Walt Whitman Road, 
Huntington Station, N. Y. He joined 
GAB in 1946 at New York and, since 
1950, has served at Hempstead, N. Y. 

J. J. Matthews, resident adjuster, 
has been transferred from Gulfport, to 
Pascagoula, Miss. 


Changes At Millers Mutual Of Pa. 

C. M. Hutchison, president of Millers 
Mutual Fire of Harrisburg, Pa., for 
13 years and with the company for 39 
years, has been advanced to chairman. 

His successor as president is W. S. 
Williams. M. D. Hager was elected 
lst vice-president and secretary. 
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Find Food Checkers’ 
Cash Register Totals 
Support Burglary Loss 


Indiana appellate court has upheld 
a lower court’s ruling that a grocer 
could recover $5,000—the full amount 
of his Maryland Casualty burglary pol- 
icy—where the loss was supported 
only by daily reports prepared from 
cash register totals. The case is report- 
ed in 9 CCH (Fire & Casualty) 98}. 

The Weiss grocery store was bur- 
glarized and cash was stolen on April 
11, 1954. At a conference prior to the 
lower court trial it was agreed that 
the burglary was covered by the pol- 
icy. The issues to be tried were the 
sufficiency of Weiss’ records to sup- 
port the claim, and determination of 
the amount of loss and the amount 
for which Maryland Casualty was li- 
able. The policy provided that insured 
keep records in such manner that the 
company could accurately determine 
the loss. 

Weiss introduced as evidence records 
covering April 9, 10 and 11. The store 
had three cash registers, one at each 
check-out counter. The clerk in charge 
of a register accounted each day for 
receipts and disbursements on a print- 
ed form prepared by National Cash 
Register Co. The figures from these 
reports were entered on a daily report 
sheet. Information on this form in- 
cluded the amount of money on hand 
at the close of the previous day, cash 
disbursements during the day, bank 
deposits and money on hand at the 
close of the day. 

The insurer contended that such ey- 
idence did not sufficiently disclose how 
a figure of $9,362 which was on hand 
at the beginning of April 11, the day 
of the robbery, was reached. The trial 
court found that the evidence sub- 
mitted by Weiss showed exactly how 
the figure was arrived at and that it 
was verified by actual count. It there- 
fore awarded the full policy amount 
to Weiss, and the appellate court sus- 
tained the finding on the insurer’s 
appeal. 

George W. Hulbert and William I. 
Marlatt of Gary appeared for Weiss, 
and Irving I. Brenman of Englander 
& Brenman, Gary, for the insurer. 


Insurance Fares Well 


In Minn. Legislature 

ST. PAUL—The Minnesota legisla- 
ture adjourns this week with indica- 
tions that the insurance industry has 
little to complain about. The attempt 
of organized labor to get sharply in- 
creased benefits under the workmen’s 
compensation law was apparently de- 
feated. In the closing days of the ses- 
sion, Minnesota Employers Assn. ran 
full page ads in the Twin Cities news- 
papers showing how WC benefits in 
Minnesota equal or exceed those of 
comparable states. 

The bill as passed by the house calls 
for an increase in weekly benefits 
from $47 to $57 and an increase in 
maximum death benefits from $17,500 
to $25,000. 


Marquette Casualty Has Big Gains 

Marquette Casualty recorded a 31% 
increase in assets during 1958 bring- 
ing total assets to $2,201,017. Accord- 
ing to President John J. Fahrenbach, 
this strengthens the insurers position 
as the largest multiple line company 
domiciled in Louisiana. 

Policyholders surplus was $1,183,- 
037, up $326,850 from 1957. Written 
premiums were 12.6% higher than the 
year previous, totaling $1,437,125. Ra- 
tio of losses incurred to premiums 
earned dropped 28% to 50.20. 
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N. Y. Agents Continue 
To Fight State Fund 


New York State Assn. of Insurance 


Agents, in cooperation with the rest of 
the business, will continue its fight 
to obtain legislation which would con- 
trol “the aggressive and unfair com- 
petitive practices” of the State Fund, 
according to Herbert S. Brewer, Lock- 
port, association president. 

He expressed disappointment that 
legislation which would have prohi- 
bited the State Fund from initiating 
the solicitation of business was recom- 
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mitted on the last day of the 1959 
legislative session. However, he indi- 
cated satisfaction with an action by 
Sen. Albert, who sponsored the bill, 
which will give the business an oppor- 
tunity to discuss with the administra- 
tion officials whether State Fund “is 
going to be prevented from continuing 
its aggressive tactics in an area which 
can be handled very well by private 
enterprise.” 

Connecticut Indemnity has _ been 
elected to membership in Surety Assn. 
of America. 


Buchel Succeeds Lee 
In Advisory Assn. Post 


A. R. Buchel, president Gulf of Dal- 
las, was named executive committee 
chairman of Texas Insurance Advisory 
Assn. He succeeds T. B. Lee, assistant 
U. S. manager Commercial Union 
group. 

Other new officers are Harold M. 
Grant, vice-president Phoenix of Hart- 
ford, vice-chairman; L. E. Grigsby, 
assistant manager southwestern de- 
partment Hartford Fire, secretary, 
and Gordon Kyle, vice-president Aetna 
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So he came in the window 


You can’t lock out the unexpected. In these days of increasing crime, it’s not always 
possible to protect yourself from burglary or robbery, embezzlement, holdup, or other 
loss of personal or business possessions. But there is one swre way to protect yourself 
from the aftereffects. Insurance, providing broad coverage for both your 
home and business, is now available through your local independent agent or broker who 
represents the Maryland in your community. He’s trained to fit this insurance to 
your special needs. Because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Burglary Insurance is only one of many forms of Maryland protection for business, industry, and the home. Casualty Insurance, 
Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 








Baltimore 3, Maryland 


a 








Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value. 
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Fire, treasurer. 

Principal action at the meeting was 
approval of further expansion o! the 
public relations program launched by 
the association last year. Present plans 
include establishment of a speakers 
bureau of some 200 company officers, 
field men and local agents and dis- 
tribution of films on salesmanship to 
organizations of agents and field men. 


No. America Course Set 
In Commercial Sales 


North America will launch in June 
the first of a series of special five-day 
courses to aid experienced agents in 
increasing production of commercial 
and industrial lines. The opening 
course will run from June 15-19 under 
the direction of North America’s edu- 
cation department at the head office. 

All graduates of the company school 
for agents and other North America 
agents who are sufficiently grounded 
in the business will be eligible for 
admission. Classes will cover the latest 
developments in: Personal and com- 
mercial multiple line contracts; meth- 
ods of handling unusual business ac- 
counts; risk selection for quality pro- 
duction; and trends in competition and 
regulation. 

Joseph C. Young, superintendent of 
the school for agents, said the purpose 
of the course is four-fold. It is de- 
signed to add to the agent’s over-all 
knowledge of his profession, to enable 
him to lessen buyer resistance, multi- 
ply his profits, and divide his competi- 
tion. 

Classes will be limited to 20 agents. 
Those interested in attending the 
course should contact their local North 
America service office manager as 
soon as possible. 


Fund Names Alexander To 
Dallas Auto-Casualty Post 


Murray Alexander has been ap- 
pointed manager of southwestern de- 
partment auto-casualty operations of 
Fireman’s Fund at Dallas. He succeeds 
David E. Boswell, who, because of ill- 
ness, has relinquished his managerial 
responsibilities. 

Mr. Alexander has been with the 
Fund since 1946, and has served at 
Albuquerque and San Francisco and 
as assistant manager at Denver. 


Bertog To Training Post 
Of Continental Casualty 


Continental Casualty has appointed 
Eugene T. Bertog assistant superin- 
tendent of the education and training 
department. He joined the company 
in 1955 and since last May has been 
director of agency and sales training. 


Dixie 1752 Club Elects 


JACKSON, MISS.—Dixie 1752 Club, 
mutual field organization, introduced 
its new officers at a meeting here in 
connection with the meeting of Miss- 
issippi Mutual Agents Assn. They are: 
President, A. E. Wiselogel, Lumber- 
men’s Mutual Casualty; 1st vice-presi- 
dent, J. R. Thomas, Grain Dealers; 2nd 
vice-president, J. B. Minor, Jackson & 
Brunson general agent, and, secretary, 
Carol Centerfiet, Utica Mutual, all of 
Jackson. 


Inspect Washington, Ind. 

Indiana Fire Prevention Assn. in- 
spected Washington. The 35 field men 
participating inspected 450 risks. The 
luncheon, at which the speaker was T. 
J. Ocasek, fire prevention department 
manager of Western Actuarial Bu- 
reau, was attended by 176 persons. 
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Miss. Mutual Agents 
Hold Record Annual; 
Woman Is President 


By JAMES C. O’CONNOR 


JACKSON, MISS.—A record break- 
ing registration of 252 and enthusiastic 
reception of the program marked the 
meeting of Mississippi Mutual Agents 
Assn. here. The meeting, ably sparked 
py President S. F. Stallings, Leland, 
was noteworthy in that it was a sub- 
stitute for a planned cruise to Ha- 
vana. The cruise was killed, not by 
the Cuban revolution, but by finan- 
cial troubles of the line, culminating 
in both its ships being tied up by cred- 
itors. The substituted Jackson meet- 
ing, which might have been a ghastly 
anti-climax, was, thanks to hard work 
and careful planning, an outstanding 
success. There were many references 
to “S. S. Hotel Heidelberg.” 


Elect Lady President 


The Mississippi mutual agents did 
another newsworthy act. Emulating the 
1958 step of Arkansas Assn. of Mu- 
tual Insurance Agents, they elected a 
lady president. Mrs. Helene K. Forte, 
Greenville, formerly secretary and ac- 
tive in many phases of association 
work, is the sister of A. J. Kossman, 
president in 1950 and associated with 
him in his local agency. Her husband, 
A. S. Forte, is in the field in Mr. 
Kossman’s general agency operations. 
Unlike most agents associations, elec- 
tion by the Mississippi mutual agents is 
not a formality. Each office is con- 
tested, Mrs. Forte’s opponent being 
Jesse Bardin, Jackson, first vice-pres- 
ident and program chairman. 

George Guido, Natchez, was elected 
first vice-president; R. C. Dow, Canton, 
second vice-president; J. C. Sledge, 
Jackson, secretary, and E. W. Wells, 
Jackson, treasurer. The new directors 
are W. L. Miers Jr., Greenville; David 
Halbrook, Belzoni; J. R. Halbert, Hat- 
tiesburg; T. T. Blacklige, Greenville, 
and S. B. Holyfield, Meridian. Mrs. J. 
A. Tanselle, Jackson, whose husband 
is manager of Grain Dealers, has been 
acting as executive secretary and will 
be urged to continue. 

The 1960 meeting will be held on 
the Gulf Coast, the members voting 
to leave the location up to the board. 


To Sponsor Safety Program 


Next month the Mississippi mutual 
agents will sponsor an automobile 
safety program among high school 
driver students. Mrs. Forte, chairman 
of the committee in charge, announced 
that the winners, one boy and one 
girl, will be taken on a chaperoned 
trip to the Indianapolis 500 mile race 
on Memorial Day. There will be one 
boy and one girl from each high school 
mM each of the eight districts in district 
competition, the eight pairs of winners 
competing at Jackson, May 16. 
lt was announced that the associa- 
tion’s scholarship at the mutual agents 
school at Oberlin College (O.), had 
been awarded to Mrs. J. W. Lewis, 
Meridian. Mr. Lewis, president in 1951, 
was killed in a fishing accident last 
year. The association also passed a 
resolution of sympathy on Mr. Lewis’ 
death. 

Following the invocation by Dr. G. 
R. Sims, Jackson, pastor Central Pres- 
byterian Church, and welcome by 
Mayor Thompson, Commissioner 
Davis, in his greetings, expressed dis- 
approval of commission reductions. He 
said that National Bureau of Casualty 
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Underwriters, after getting approval 
of a number of rate increases, has filed 
a rate decrease, based on reduced ac- 
quisition cost. He does not like it, but 
he doubts his authority to disapprove 
it. 

Collett Describes Activities 


E. B. Collett, Ft. Worth, executive 
vice-president Millers Mutual of Tex- 
as, who is a director of U. S. Chamber 
of Commerce, opened the program with 
a description of the activities of that 
organization and urged the agents to 
support it, particularly in its fight 
against inflation. He stressed the ex- 
tensive and potent lobbying organiza- 
tions of labor unions, teachers, vet- 
erans, etc., aS a prime reason for sup- 
port of the voice of organized business 
men. 

There was much interest in the talk 
of Chalmers Alexander, vice-president 
First National Bank of Jackson, on 
cooperation between insurance men 
and trust departments. Banks have 
extensive insurance needs, he said, 
not only in connection with their own 
property and exposures, but also those 
arising out of fiduciary operations. 
Very few banks have insurance spe- 
cialists. They need the advice and 
assistance of insurance agents and are 
glad to work with the agent of the 
client’s choice. Conversely, Mr. Alex- 
ander outlined the ways in which trust 
departments can serve in such mat- 
ters as estate tax reduction, protection 
of property, carrying out the intent of 
people for care of their families, etc., 
and urged the agents to use their serv- 
ices personally and to recommend 
them to clients. 


Discusses Phone Techniques 


W. A. Garrett, New York, sales en- 
gineer American Telephone & Tele- 
graph, opened the afternoon session 
with a discussion of telephone tech- 
niques. He made the point that sur- 
veys indicate that much of the money 
spent on advertising brand names is 
wasted because of mishandling con- 
tacts at the retail level. Despite the 
efforts to sell brands the public is 
not convinced that the product of one 
manufacturer is much better than an- 
other and an amazing percentage of 
people buy a different product than 
originally intended because the dealer 
failed to follow the inquiry. He offered 
a number of specific suggestions for 
handling telephone followups. J. A. 
Travis, Jackson City prosecutor, vice- 
president Mississippi State Bar Assn. 
and, incidentally, a prominent plain- 
tiff’s personal injury attorney, ex- 
plained legal aspects of agency. He 
stressed the importance of an insur- 
ance agent knowing the details of his 
contract with each company and care- 
fully protecting the interest of com- 
pany and insured. 


Opens With Skit 


The Tuesday program opened with 
a well received skit by Dixie 1752 club. 
William Stringfellow, Washington, as- 
sistant general manager National Assn. 
of Mutual Insurance Agents, spoke on 
developments in the national picture 
and J. C. O’Connor, Cincinnati, sec- 
retary The National Underwriter Co., 
closed the formal program with a 
discussion of current insurance prob- 
lems. 

Social events were well attended. 
The “banquet” was not in the evening, 
but at noon Tuesday, following the last 
session. 

There was a social hour Sunday 
evening and a “south of the border” 
party Monday evening. Rev. Riley 
Munday, Cleveland, Miss., personnel 
manager Misceramic Tile Co., made a 
hit as the Monday luncheon speaker. 
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Women’s Federation Of 
N. Y. Holds Convention 


At its annual meeting in Schenec- 
tady, Federation of New York Insur- 
ance Women’s Clubs elected M. Louise 
Weiss of Schenectady president, Louise 
Merna of Auburn vice-president, Cath- 
erine Polimeni of Syracuse recording 
secretary, Ann Gayes of Schenectady 
corresponding secretary, Marie Cady 
of Gloversville, treasurer, and Helen 
Ausman of Saratoga and Helen Leon- 
ard of Glens Falls directors. 

Herbert S. Brewer of Lockport, pres- 
ident of New York State Assn. of In- 
surance Agents, installed the new of- 
ficers. Miss Angela R. Parisi of New 
York State Workmen’s Compensation 
Board spoke at the banquet. 

The convention opened Friday eve- 
ning with Insurance Women of Sche- 
nectady hostesses at an informal get- 
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together. On Saturday workshops on 
fire and casualty were held in the 
morning. During the afternoon awards 
for the best attendance during the 
year went to the Glens Falls, Long 
Island and Albany groups. Glens Falls 
received the association’s plaque for 
the best educational program. 

Mrs. Weiss is a broker and life agent 
with TerBush & Powell. 


R. L. Hikes Auto Rates 


Commissioner Roberts of Rhode Is- 
land has approved National Bureau’s 
filing for an average statewide liability 
rate increase of 19% on private pas- 
senger cars and 25% on commercial 
cars and broad coverage garage risks, 
effective April 29. 

Mr. Roberts said that the “increas- 
ingly undesirable” claims record of 
Rhode Island drivers led to the rate 
hikes. 


IS MUTUAL 


large line facilities, an excellent rate 
of dividend, attractive agency con- 
tracts and a favorable commission 
scale, then Pawtucket Mutual should 
be your choice. Remember, too, all 
“PM” loss payments are settled 
promptly and efficiently by inde- 
pendent adjusters. 
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Use Of Drivotrainer 
Doubles In One Year 


The number of Aetna Casualty’s 
Drivotrainer installations in American 
high schools almost doubled in 1958, 
it was reported at the recent meeting 
of the national curriculum advisory 
committee for the behind-the-wheel 
classroom trainer. There are 59 now 
in operation at schools in 18 states, 
compared with 33 the previous year, 
James F. Goyette, superintendent of 
the education division of Aetna Cas- 
ualty, reported. 

Drivotrainer is being used in other 
areas, Mr. Goyette said—Geiger Air 
Force base in Washington, the Chicago 
post office, and a large Pennsylvania 
gas company have adopted the device 
to provide refresher safe driving 
courses to drivers. 

The curriculum committee, which 
met at Aetna Casualty’s home office 
in Hartford, was welcomed by Paul B. 
Cullen, manager of the company’s in- 
formation and education department. 
Those attending were John T. Haack, 
coordinator of audio visual and safety 
education of the Davenport, Ia., public 
schools; Monroe M. Mayo of Lakewood, 
Col., a director of the American Driver 
& Safety Education Assn.; Richard J. 
O’Connor, supervisor of driver educa- 
tion, New York City school system; 
Cecil G. Zaun, supervisor of safety, 
Los Angeles city schools, and Robert 
Nolan of Highway Traffic Safety Cen- 
ter, Michigan State University. 


Suggest Film Course Additions 


During the conference, the group 
drafted recommendations for additions 
to the 22-film course now available 
for use with the classroom trainer. 
The new films will be designed to 
give intensive instruction in passing, 
shifting, and turning techniques. The 
committee also recommended develop- 
ment of formal Drivotrainer teacher- 
training programs under extension di- 
visions of colleges and universities. 

At present, Michigan State Univer- 
sity and Iowa State Teachers College 
have permanent Drivotrainer installa- 
tions for teacher-training purposes. 
An installation recently was purchased 
by Fresno State Teachers College in 
California. 


Ohio 1752 Club Elects 
W. A. Haase President 


W. A. Haase, Worcester Mutual Fire, 
has been elected president of Ohio 1752 
Club, succeeding Charles P. Esterly, 
Hamilton Mutual. Other officers are 
Harold McGuigon, Shelby Mutual, 
vice-president, and H. R. Burklew, Ohio 
Hardware Mutual, secretary-treasurer. 


REINSURANCE 


Through Intermediaries Only 


FIRE—CASUALTY 





May 1, \959 


Independent Casualty 
Men To Meet May 14 


The annual meeting program of Un- 
derwriting Managers’ council of In- 
dependent Casualty Insurers May 14. 
15 at the Leamington Hotel, Minne. 
apolis, has been completed. 

Thursday’s speakers and their topics 
will be W. H. Hauck, Great Northern, 
forms and procedures; R. W. Miles, 
Preferred of Grand Rapids, garage li- 
ability policy; R. F. McDonald, Illinois 
National, agency selection; and wW,., 
Victor Stock, Allstate, classification 
and experience. 

A panel and open forum will be held 
Friday morning. Panelists will be Ar- 
thur Anderson, Great Central; Donald 
Phillipe, Secured, and LeRoy M. Toth, 
Casualty Underwriters. 


Dixie Auto Creates 


Two New Positions 


Dixie Auto of Anniston, Ala., has 
elected R. B. Carpenter executive vice- 
president and Donald Muir assistant 
secretary-treasurer. The two offices 
were created by the directors at the 
annual meeting. A. W. Bell, who suc- 
ceeds Mr. Carpenter as vice-president, 
was also named a director to succeed 
the late L. M. Smith. Mr. Bell is the 
son of C. R. Bell, who was reelected 
president. 


To Review N. Y. Rate Laws 


The New York joint legislative com- 
mittee on insurance rates and regu- 
lations will review state rating laws 
and the field of multiple line opera- 
tions. Sections of the insurance law 
covering these areas were enacted 
after the Southeastern Underwriters 
Assn. decision in 1944 and the subse- 
quent passage of public law 15. 

Sen. Condon, chairman of the com- 
mittee, said it is time to ascertain how 
well the sections of the state law with 
a modified version of the all industry 
model rating bills have served the 
public interest. 

Julius S. Wikler, former New York 
superintendent, has been appointed 
special assistant counsel to the com- 
mittee. 

Texas Agent Assns. Elect 

Abilene, Tex., Assn. of Insurance 
Agents has named Miss Ada Greer, 
secretary. The Amarillo association has 
elected John M. Boyce Jr. president; 
Tom C. Odem and Carroll Doshier, 
vice-presidents and Jack Fyfe, sec- 
retary (reelected). Harlingen, Tex., 
association named Stewart Jennings 
as president; Carl Hall, vice-president 
and T. R. Jones, secretary. 
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Another Sonic Boom 
Case Goes For Insurer 


Stratton Hammon of Vibration 
Damage Specialists, Louisville, writes: 


It may be of interest to the insur- 
ance industry to learn of another 
“first” in sonic boom litigation. THE 
NATIONAL UNDERWRITER reported pre- 
viously the Hamilton County, Tex., 
sonic boom case hinged mainly on the 
working of the policy and refrained 
from making a decision in regard to 
the nature of a sonic boom. 

Then in January we were involved 
in a case at Montgomery, Ala., in 
which actual sonic boom damage was 
stipulated and the only question in- 
volved was the academic one of 
whether a sonic boom was an explo- 
sion under the terms of the policy. 
This trial was heard by a judge with- 
out a jury and he called for written 
priefs instead of oral arguments. The 
time consumed by the preparation of 
the transcripts and the briefs, plus 
study of these documents by the court, 
has prevented a decision up to this 
writing. 

On April 8 at Sumter, S. C., another 
sonic boom case was tried and a ver- 
dict returned by a jury. Suit was en- 
tered by insured in Sumter pleading 
that a 50-year-old well-built dwelling 
had been repaired and painted on the 
inside. Then, after it had been sitting 
unoccupied for three days, insured 
returned to find the house badly 
cracked in both plaster and woodwork. 
Claim was made that the damage was 
caused by sonic booms resulting from 
the operation of jet aircraft at the 
nearby Shaw Air Force base. 

Disclaimer was made by the insurer 
on EC on the basis that the damage 
was not caused by a sonic boom, and 
evidence was offered by us at the trial 
that a sonic boom could not create 
damage in that particular manner but 
instead the damage was occasioned by 
definite constructional and climatic 
reasons. They jury returned a com- 
plete verdict for the defendant insur- 
er. 


Auto Claims Assn. At N. Y. 


Elects Cacace President 

Automobile Claims Assn. of New 
York City, at its annual meeting elect- 
ed Mario R. Cacace of American Plan 
Corp. president, Forrest McVean of 
Hanover Fire vice-president, Howard 
E. Weed of Boston treasurer, and Paul 
A. Sciortino of Century secretary. 


Baker To Head Alaska 
Office Of MacDonald & Co. 


D. K. MacDonald & Co., brokerage 
firm operating in Seattle, Spokane, 
Portland and Juneau, Alaska, has ap- 
pointed F. Dewey Baker vice-president 
and manager at Juneau. He has been in 
insurance since 1955 with the Gummett 
& Baker agency there. 


Seek N. C. Nuclear Clause 


A bill has been introduced in North 
Carolina requiring a nuclear exclusion 
clause in fire policies. The measure 
would permit coverage of nuclear ra- 
diation or contamination by endorse- 
ment to fire contracts. 


WC Bill Advances In Ia. 


DES MOINES—The Iowa house has 
passed a workmen’s compensation bill 
Mcreasing maximum payments from 
$32 to $44 a week but including a 
“family plan” of maximum payments. 
A single person would get the present 
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Federal Highway Safety Study Completed 


$32 maximum but a worker with four 
or more children would receive the 
$44 maximum. 

The bill also boosts the limit on 
medical expenses from $2,000 to $5,- 
000; increases the maximum payment 
for permanent disability from $16,000 
to $18,500; increases the healing period 
for permanent partial disability from 
20 to 25 weeks; increases maximum 
death benefits from $9,600 to $12,000 
and permits farmers to come under the 
law on an optional basis. 

The bill goes to the senate where its 
approval is expected. 


The Secretary of Commerce has sub- 
mitted to the House a 232-page report 
on “The Federal Role In Highway 
Safety.” The study was authorized by 
the federal aid highway act of 1956 to 
determine necessary government ac- 
tion to promote public welfare through 
increased highway safety. 

The report specifically recommends 
creation of a federal clearance center 
that would make it possible to identify 
drivers with earlier records of suspen- 
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sion and revocation so that states 
could better control the granting of 
driving privileges. Most states with- 
hold these from persons known to 
have had their licenses revoked in an- 
other state, but well over half the 
states do not check all applicants in 
this respect and some have difficulty 
obtaining adequate cooperation from 
other states even when requested. 
Present cumbersome and ineffective 
(CONTINUED ON PAGE 16) 
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Conventions 


|May 3-5, Alabama agents, annual, Whitley 
| Hotel, Montgomery. 

| May 3-5, Florida mutual agents, annual, 
| (lay 3-5, New York agents, annual, Hotel Syr 


acuse, Syracuse. 
| May 3-5, Zone 3 of NAIC, Sheraton-Seelbach 
Hotel, Louisville. 
Robert Meyer Hotel, Jacksonville. 


May 4-6, American Mutual Insurance Alliance. 
annual, Edgewater Beach Hotel, Chicago. 


May 4-6, Health Insurance Assn., Bellevue- 
| Stratford Hotel, Philadelphia. 


| May 4-6, National Assn. of Mutypal Casualty 


ROYAL-GLOBE’S ‘‘MOBILE PRODUCTION TEAMS" 





Companies, annual, Edgewater Beach Hotel, 
Chicago. 
| May 5-8, Insurance Accounting & Statisti- 
| cal Assn., annual, Ambassador Hotel, Atlan- 
tic City. 


| May 6-8, National Assn. of Independent Insur- 


ance Adjusters, annual, Shamrock Hilton 
| Hotel, Houston. 
|May 7-8, Missouri mutual agents, annual, 


Governor Hotel, Jefferson City. 

| May 11-13, Pacific Board, annual, Biltmore Ho- 
tel, Santa Barbara, California. 

&.. 11-14, National Assn. of Insurance Brokers, 

| annual, Waldorf-Astoria, New York. 

May 12, Assn. of Casualty & Surety Compa- 
nies, annual, Waldorf-Astoria, New York. 


|May 12, Wisconsin agents, midyear, Hotel 
Loraine, Madison. 

May 12-15, Insurance Company Education 

| Directors, annual, Skytop, Pa. 

| May 14, Surety Assn. of America, annual, 

Astor Hotel, New York. 

| May 14-15, Arkansas agents, annual, Arlington 


Hotel, Hot Springs. 
|May 14-15, Central Claim Executives Assn., 
Marott Hotel, Indianapolis. 
May 14-15, National Assn. of Casualty & Surety 
Agents, midyear, Ambassador Hotel, Chicago. 
| May 18, Vermont agents, spring meeting, Wood- 
| stock Inn, Woodstock. 
| May 18-20, American Assn. of Managing Gen- 
eral Agents, annual, Essex House, New 
York. 
| May 18-20, Illinois Bureau of Casualty Insur- 
| ers, annual, St. Nicholas Hotel, Springfield. 
| May 18-20, Insurance Accounting and Statis- 
| tical Assn., annual, Ambassador Hotel, At- 
| lantie City. ks A Dt od 
| May 19-20, Illinois Bureau of Casualty Insurers, 


| annual, St. Nicholas Hotel, Springfield. 
May 20, National Automobile Underwriters 
Assn., annual, Statler Hotel, New York. 


May 21, National Board of Fire Underwriters, 
annual, Biltmore Hotel, New York. 

May 21-22, Casualty Actuarial Society, spring 
meeting, Ambassador Hotel, Atlantic City. 

May 21-23, Texas agents, annual, Texas Hotel, 

| Fort Worth. 

May 21-23, Florida agents, annual, Jacksonville. 

| May 28-29, Georgia agents, annual, Biltmore 

| Hotel, Atlanta. 

| June 1-2, Eastern Underwriters Assn., 
year, Otesaga Hotel, Cooperstown. 

June 5-6, Virginia agents, annual, 
White Sulphur Springs, W. Va. 

June 7-9, Georgia mutual agents, annual, King 
and Prince Hotel, St. Simons. 

June 17-9, Tennessee and Kentucky Mutual 
agents(combined), annual, Andrew Jackson 
Hotel, Nashville. 

| June 8-10. Southeastern Underwriters 
annual, Homestead, Hot Springs, Va. 

June 8-12, NAIC, annual, Statler Hotel, 
ton. 

June 11-13, Mississippi agents, annual, 
water Gulf Hotel, Edgewater Park. 

June 11-13, Carolinas mutual agents, 
Grove Park Inn, Asheville, N. C. 

June 14-17, Conference of Mutual Casualty 
Companies, management conference, Ant- 
lers Hotel, Colorado Springs, Colorado. 

June 14-18, International Assn. of A&H Un- 
derwriters, annual, French Lick-Sheraton, 
French Lick, Ind. 

| June 15-17, Michigan Capital Stock Ins. Assn., 
Michigan Blue Goose, Michigan Fire Preven- 

} tion Assn., annual, Gratiot Inn, Port Huron, 
Mich 

} 

| June 15- 18, National Assn. of Insurance Wo- 

| men, annual Hotel Rrobert Meyer, Jackson- 

| ville, Fla. 

| June 17-18, Illinois farm agents, annual, Jeffer- 

| 

| 

| 


mid- 


Greenbrier, 


Assn., 


Bos- 
Edge- 


annual, 
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son Hotel, Peoria. 

June 17-19, Maryland agents, 
mander Hotel, Ocean City. 

| June 17-21, National Assn. of Public Adjusters, 
annual, Concord Hotel, Kiamesha Lake, N. Y. 

June 18-19, Delaware agents, annual, Rehoboth 
Beach Country Club, Rehoboth Beach. 

June 18-19, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 21-24, Insurance Advertising Conference, 
annual, Williamsburg Inn, Williamsburg, Va. 

June 28-July 1, Consumer Credit Insurance 

| Assn., annual, Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of Insur- 
ance Counsel, annual, Banff Springs Hotel, 
Banff, Alberta, Canada. 

| August 2-7, Honorable Order of the Blue 
Goose, International, annual, Statler Hotel, 

Los Angeles. 

August 6-8, Alaska agents, annual, Ketchikan. 

August 9-12, West Virginia agents, annual, 
Greenbrier, White Sulphur Springs. 

August 13-15, Texas mutual agents, annual, 
Statler-Hilton Hotel, Dallas. 


midyear, Com- 
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FieNATIONAL UNDERWRITER 


Insurers Learning Competition Forces Marketing Adaptations 


dependent grocers—which we will 
briefly consider—but first a hard look 
at the analogy between the independ- 
ent agent and the grocer is in order. 

Apart from the label “independent” 
there is little similarity. The agent 
enjoys all the benefits implied by 
that word but he does not labor under 
its chief disadvantage—going it alone. 
He has the solid backing of his com- 
panies by contract, and more import- 
antly, through mutual confidence es- 
tablished over the years. The grocer 
was strictly on his own. The grocer’s 
transactions were of the simplest. The 
agent operates in a technical area de- 
manding skills which verge upon pro- 
fessional status. The agent’s position 
in his community is intertwined with 
banking, real estate, civic and other 
interests to a far greater degree than 
the grocer’s ever was. 


No Kin Of Independent Grocer 


The agent is not the counterpart of 
the independent grocer. The agent in 
fact has long been established as the 
very supermarket of insurance which 
is supposed to replace him. 

As the representative of multiple 
line companies he offers the customer 
freedom of choice and high quality 
products in a wide range of brands. 
These are the characteristics of a su- 
permarket. Conversely, the direct writ- 
er competition for the most part has 
specialized in one or two lines of 
coverage. A few have ventured into 
all lines but are by no means estab- 
lished to the same degree as the in- 
dependent agent. He is still in the best 
possible position to provide a com- 
plete program of personal and com- 
mercial insurance for every income 
bracket and for every business ven- 
ture, regardless of size. He already has 
the setup the competition would like 
to have. But the agent and his com- 
panies have a lot of adapting to do. 


Grocers’ Fate 


For an encouraging object lesson, 
the agent can look to the grocer with 
whom he is so often compared. The 
struggle between independent grocers 
and their rivals, the food chains, has 
been going on for more than a cen- 
tury. One outstanding chain, A&P, 
began operations exactly 100 years ago. 
Chains flourished in competition with 


(CONTINUED FROM PAGE 2) 
independents past the turn of the 
century and then ran into problems. 

For example, in 1912, when it had 
400 stores, A&P found that paper 
work in connection with charge ac- 
counts, the cost of maintaining fleets 
of delivery wagons, feeding hundreds 
of horses, and special concessions to 
customers were limiting profits. This 
sounds rather familiar. Agency com- 
panies today are plagued with paper 
work costs, expensive horse and buggy 
internal and field operating methods, 
including the cost of putting feedbag 
on field forces, and the expense of 
pampering customers by flat cancel- 
lations and other concessions. 

Where did A&P find the solution 
to its problems? A small, independent 
New Jersey grocer, Henry Cole, pro- 
vided it. He had refused to disappear 
in the face of chain competition. He 
opened cash and carry stores and im- 
proved on chain methods. 

A&P opened an economy store in 
Jersey City around the corner from its 
biggest money making establishment. 
The economy store did not even have 
an identifying sign, but customers 
were only interested in its prices. In 
six months, the regular A&P store was 
closed through self competition. It is 
hardly necessary to point out that 
some agency companies today have 
economy auto plans and other devices 
which are in effect, self-competitive. 


Rise Of Supermarkets 


A&P and other chains continued to 
grow until the 1930s when they ran 
head on into another competitive prob- 
lem—again from lowly independents. 
Independent supermarkets appeared 
as a new merchandising method 
which threatened to put the chains 
out of business. At first the chains 
tried to ignore them as a depression 
fad that would soon peter out. Then 
some chains tried to buck them by 
putting pressure on wholesalers and 
manufacturers to cut supermarkets off 
from supplies. 

The supermarkets were not a fad, 
but a modern way to get food to the 
public cheaper. The big corporate 
chains found they could not lick them, 
so they joined them. But, in the mean- 
time, several thousand large super- 
markets, owned by aggressive inde- 
pendents, spread across the U.S. In 
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1958, of 755 member companies of 
Super Market Institute, 37% owned 
only one store and 72% owned five 
stores or less. Moreover, independents 
have grown into chains of varying 
sizes. The five largest U.S. chains ac- 
count for only 20% of the total retail 
food business. Those in the inde- 
pendent grocery system who deserved 
to survive did and pointed the way 
to present food marketing methods. 

The history of another marketing 
phenomenon leads back to insurance. 
Sears, Roebuck & Co. began in the 
1880s. In the beginning, its business was 
mainly mail order. Storekeepers op- 
posed the operation. The quality of: its 
goods was questioned; its deliveries 
were said to be late and not in good 
condition. Newspapers responding to 
retailer’s pressure, would not sell ad- 
vertising to the mail order house and 
actually printed slanderous comments 
about it. Children were paid a dime 
for each mail order catalog they col- 
lected to be burned in public cere- 
monies. 
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The company continued to satisfy 
its customers, however, and to grow. 
Its adaptation to market demands is 
largely attributable to General Robert 
Wood, a retired Army officer. As early 
as 1919, while with Montgomery 
Ward, he clearly foresaw the changes 
in American buying habits made in- 
evitable by the completion of the Lin- 
coln and other highways and the 
growing number of automobiles. He 
urged the establishment of retail stores 
to which rural customers and others 
could drive. He interested himself in 
automobile tires and gave Montgomery 
Ward a big sales lead in this field. 


Adapts To Retailing 


He joined Sears, Roebuck in 1924, 
and put the company into the retail 
business—the type of operation with 
which the company formerly com- 
peted by mail. In that year, the com- 
pany’s sales were 95.5% from mail 
order and 4.5% from retail operations. 
By 1931, retail sales accounted for 
more than 50% of the firm’s volume. 

General Wood’s marketing philos- 
ophy was linked with the automobile. 
He soon put Sears in the lead in the 
sale of tires. He developed a new tire 
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and offered a cash prize for the best 
name. The winning entry was Allstate. 

This name was also applied to auto 
supplies and accessories and in 1931 
to the company’s automobile insurer 
operation. The idea for selling auto- 
mobile insurance by mail came from 
an independent Chicago producer who 
handled some of General Wood’s in- 
surance. With this man as an officer, 
Allstate Ins. Co. was established. It be- 
gan by selling through the catalog and 
booths in Sears stores and then estab- 
lished branches with sales represen- 
tatives across the country. 

Note how the marketing philosophy 
of this firm was tied to the automobile 
and consequent changes in public buy- 
ing habits almost 40 years ago. Note 
how the company departed when nec- 
essary from its basic mail order busi- 
ness and moved closer to the operat- 
ing methods of its competition. Above 
all, note this reaction of the company’s 
president, Theodore Houser, when in 
recent years it was faced with stiff 
competition from discount houses. He 
said: “I have no patience with people 
who say there ought to be some way 
to stop the discount house. The im- 
portant thing is to bring down the 
price to the consumer. If the discount 
house can do that job—good. It’s 
Sears’ job to get in there and pitch.” 


Marketing Today 


So much for history. What is going 
on in marketing today and how does 
it apply specifically to insurance? At 
the 1958 meeting of American Mar- 
keting Assn., representatives from 
practically every segment of business 
discussed their problems—and they all 
had them. The consensus of this meet- 
ing was expressed in one sentence by 
a utilities expert who discussed ways 
of meeting competition. He said: “Our 
entire organization must be engaged 
in marketing and no department can 
escape its share of responsibility for 
that job.” 

He put his finger directly on what 
the agency company system must do 
to adapt inherent competitive advan- 
tages to meet current challenges— 
organize marketing from the top ex- 
ecutive level of the company down 
through the agency system in a 
straight line. 

It can be agreed that the independ- 
ent agent is the supermarket of in- 
surance. William J. Hobin, president of 
California Assn. of Insurance Agents, 
has further pinpointed competitive ad- 
vantages: The agency company system 
is the only one that gives each insur- 
er what amounts to a branch office 
in every community, with specialists 
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to sell and service its products. It is 
the system which incurs the least in 
training costs and minimizes a sharp 
turnover in sales and servicing per- 
sonnel. It is the only system in which 
the companies’ agents and brokers are 
recognized leaders in their communi- 
ties.” 

In short, the agency system has the 
organizational set up, the basic prod- 
ucts and the personnel to deliver 
them. The job is to get the products 
to the public more efficiently at com- 
petitive prices—the same problem ev- 
ery other business has always faced. 


Program For Insurers 


There are six elements in the mar- 
keting job companies and agents must 
do: 

1) Market research—to determine 
what customers want or can be made 
to want badly enough to pay for it. 
Insurance marketers must guide the 
development of products and not wait 
until technicians develop something 
and then find out by costly trial and 
error whether or not the market wants 
it. Management must do everything 
possible to further such research. 

2) Product planning—When it is 
determined what should be brought to 
market, the technician should be 
charged with developing it. In this 
process, the agent should be consulted. 

3) Pricing is the third factor. When 
the product is ready for the market 
its cost must be estimated. In the in- 
surance business, nearly everything 
that is new must fit into a system of 
coverage already in existence. Pricing 
must therefore consider the new thing 
in relation to the old. Not only must 
cost be determined, but other factors 
must be given weight. Important among 
these are the nature and extent of 
the market as revealed by research 
and the contribution the new product 
can make to the over-all profit of the 
enterprise. 

4) Forecasting is the fourth element. 
Programs must be planned years 
ahead, and they must be measured 
aecurately for possible market re- 
sponse. This is difficult. But economic 
and social trends have been meas- 
ured accurately by the competition 
—why not by agency companies? 

5) Selling is the next marketing 
element. 

6) Advertising and promotion as a 
unit form the sixth and last. 

This concept is novel to agency 
companies where the term “market- 
ing” is relatively unfamiliar. The word 
most closely corresponding to it has 
always been “production.” The very 








Speakers at the working meeting of Insurance Brokers Assn. of Massachusetts: 
From the left, George C. Peacock, vice-president Agricultural; Frank E. Muel- 
ler Jr., Chicago broker; B. P. McMackin Jr., associate editor of the F. C. & S. 
Bulletins, and William C. Field, Boston broker. 











Principals of Alexander, Sexton & Carr, new national brokerage-service or- 
ganization, formation of which was reported last week: Chairman Wade 
Fetzer Jr., W. A. Alexander & Co., Chicago; Executive Vice-presidents George 
Dwight, Francis C. Carr-Fox & Pier, New York, and Roger D. Lapham Jr, 
Alexander, Sexton & Carr of California, and President George W. Haerle, 
Charles W. Sexton Co., Minneapolis. 





definition of this word emphasizes the 
weakness of the effort. It means “the 
act of producing.” In short, only the 
tag end of the marketing function 
has been practiced for years, and then 
it has been confined to agents and 
the field forces. 


Recent Company Moves 


Some companies have begun to move 
toward modern marketing concepts 
and organization. 

Last month Springfield-Monarch 
completely revamped its marketing 
set-up. A vice-president of Spring- 
field F.&M. and a vice-president of 
Monarch Life were named sales direc- 
tors of the respective companies to 
head the newly formed over-all sales 
division of the group. They will coor- 
dinate and guide marketing programs 
and provide for sales training on a 
countrywide basis. 

An official of the life company was 
named assistant to the fire and casu- 
alty sales director, and a Springfield 
F.&M. official was appointed assistant 
to the life sales head for cross pollina- 
tion of ideas and effort. 

Sales managers in the eastern, west- 
ern and Pacific departments were also 
named. In addition, sales supervisors 
were appointed in key cities to assist 
in developing life and A&S business 
through Springfield F.&M. agents, and 
sales supervisors likewise were named 
countrywide to develop property and 
casualty business through Monarch 
agents. 

Other companies have begun to gear 
themselves along marketing lines. 
Home has stated that its goal is to 
transform the agency plant and field 
service into a pure sales team. One of 
the aims is to relieve producers of de- 
tails that tie them to their offices and 
to give field men, backed by technical 
specialists in territorial offices, more 
time to manage the company’s selling 
activities. The line of authority in 
marketing is from the president to 
territorial vice-presidents to field ad- 
ministrators to field men to producers. 

Zurich recently appointed three di- 
vision sales managers. Each branch 
will have a sales superintendent. All 
field representatives will be known 
as sales representatives and will re- 
linquish incidental duties in favor of 
concentration on selling. 

Other examples could be cited but 
the point is that companies are on the 
move. If they find among their pro- 
ducers the confidence that together 
they have the edge in the competitive 
battle—an unbeatable combination is 
in the making. 


Federal Highway 
Safety Study Finished 


(CONTINUED FROM PAGE 13) 
clearance processes in the _ states 
could be replaced by a modern effi- 
cient service employing new electronic 
processing equipment. 

Establishment of an _ Interdepart- 
mental Highway Safety Board includ- 
ing the Secretary of Health, Educa- 
tion & Welfare, Secretary of Defense, 
chairman of Interstate Commerce 
Commission and the chairman of Fed- 
eral Communications Commission, 
with the Secretary of Commerce as 
chairman, was also recommended. This 
board would coordinate all federal 
traffic safety programs and all re- 
search activities in traffic safety. It 
would seek the advice of state and 
local officials in carrying out its func- 
tions and would encourage the appli- 
cation of research findings in state 
and local communities which might 
establish committees to work with the 
board for maximum coordination. The 
board would also take the initiative in 
ascertaining the status of federal leg- 
islative and administrative needs in 
all areas of highway safety, make pe- 
riodic reports to the President and 
Congress on national progress and 
make proposals for necessary execu- 
tive or legislative consideration. 

The report states that direct federal 
intervention in highway safety func- 
tions of state and local governments 
is impractical and would weaken their 
authority. Federal cooperation in re- 
search on traffic police and court prob- 
lems would be feasible. Increased ef- 
forts for improvement of model traffic 
laws through the cooperation of the 
federal government and private in- 
terests is reeommended. 

Needed improvements in automotive 
design, safety. education and driver 
training programs for younger driv- 
ers, and improvements in design and 
physical characteristics of streets 
and highways are also urged. Com- 
ments on the human factor in traffie 
accidents, speed laws, day and night 
and holiday accident rates, the need 
for better accident records, and the 
cost of traffic accidents are also in- 
cluded. 

The report contains charts, diagrams 
and tables on many phases of highway 
safety. 

Louisiana 1752 Club has scheduled 
an agency clinic for May 18 and 19 at 
Alexandria. Lorene Hinkle, Baton 
Rouge, Central Mutual, is chairman. 

















» 1959 








iJ 
_ 
= 
s 





May 1, 1959 


N. H. Agents Survey 
Support To State 


Members of New Hampshire Assn. 
of Insurance Agents employ an aver- 
age of 3.55 persons with an average 
annual income of $4,601, according to 
a survey conducted by the association. 
A questionnaire sent to 254 members 
drew 187 answers. The figures were 
projected from this 73% response to 
100% to arrive at a breakdown. 

About 30% of the membership, 76 
agencies, own their own buildings and 
pay town and/or city and county tax- 
es totaling $42,953 annually, or an 
average of $565. About 65% of the 
members, 165 agencies, rent offices at 
an annual aggregate cost of $186,726 
for an average yearly rental of $1,132. 
This leaves 13 agencies presumably 
located in private homes. 

A total of 584 or 67% of employes 
own their own homes, with an aggre- 
gate valuation of $10,676,183 and an 
assessed valuation of $8,896,820. The 
average valuation of each home is 
$18,281 and the average assessed val- 
uation is $15,234. 

Based on the state’s average tax 
rate of $51.50, these employes turn 
back to towns and cities in taxes each 
year $458,186, for an average annual 
tax payment per employe of $784, or 
about 17% of their gross annual sal- 
ary. 
A total of 191 employes or 21.7% 
rent homes or apartments at an aggre- 
gate annual rental of $111,922, or an 
average cost of $585. The association’s 
881 employes own 1,101 automobiles 
for a1 average of nearly 1% cars. 


Atlantic M utual Names 
Two Managers In N. Y. 


Atlantic Mutual has appointed Jos- 
eph H. Farnham Jr. manager of the 
metropolitan inland marine depart- 
ment and administrative assistant to 
James W. Kennedy, inland secretary. 
John A. Schoneman has been named 
manager of the home office multiple 
lines department and administrative 
assistant to E. V. Silver Jr., vice-presi- 
dent. 

Mr. Farnham joined the company in 
1957 as a senior underwriter in the 
inland marine department. Mr. Schon- 
eman joined Atlantic Mutual in 1955 
as an underwriter in the midwest di- 
vision at Chicago. 


Proposed Pa. Bills Would 


Affect Fictitious Groups 


Three bills dealing with fictitious 
groups have been introduced in the 
Pennsylvania house. They would pro- 
hibit discrimination in rates charged 
for workmen’s compensation, fire, ma- 
rine and inland marine and casualty 
and surety. 

Another bill would prohibit the of- 
fering of any policy free as an induce- 
ment to any person to purchase any 
real or personal property. Another bill 
would bar any insurance company in 
which the major financial interest is 
held by governments. 


Tex. Board Sets Hearing 


Texas state board has issued a cir- 
cular announcing a public hearing 
May 5 in the State room, Commodore 
Perry Hotel, Austin, to be held on 
“Revision in the fire, windstorm and 
extended coverage rates and rules, 
forms, clauses, permits, and warran- 
ties, and all other matters pertaining 
to the writing of fire and allied lines. 
In addition, the board will consider 
all elements of the expense provisions 
of the rating formula.” 
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Lumbermens Mutual 
Raises Evans, Curchin 


David W. Evans, agency supervisor 
of Lumbermens Mutual of Mansfield, 
O., has been ad- 
vanced to agency 
vice - president, 
and Alex B. Cur- 
chin, comptroller, 
to assistant treas- 
urer. 

Mr. Evans join- 
ed the company in 
1948 and was 
named agency su- 
pervisor and as- 
sistant secretary 
in 1954. Mr. Cur- 
chin has been in 
the business 12 
years and joined Lumbermens in 1956. 
He will continue his duties as comp- 
troller. 





David W. Evans 


Aetna Casualty Names 


Two Marine Managers 

Aetna Casualty has promoted Wil- 
liam A. Middleton from ocean marine 
manager at New York to that post at 
the home office. He succeeds D. M. 
Perry, who is retiring after 20 years 
as ocean marine manager there. E. 
Ira Sparling, assistant ocean marine 
manager at New York, succeeds Mr. 
Middleton. 

Mr. Middleton joined the company 
in 1926. He was marine state agent in 
the midwest and south and assistant 
manager of the southern marine de- 
partment before assuming the New 
York position in 1953. 

Mr. Sparling has been with the 
company since 1954 as marine under- 
writer at New York and later assistant 
ocean marine manager. Mr. Perry or- 
ganized the home office ocean marine 
loss department when he joined the 
company in 1922. 


Two M anagers Are 


Named By Travelers 

Wilbur J. Yox has been appointed 
brokerage manager at the John Street, 
New York City, office of Travelers, and 
John T. Camp is manager at Yonkers, 
N. Y. The appointments are in cas- 
ualty, fidelity and surety lines. 

Mr. Yox joined Travelers in 1946 as 
a field supervisor at Buffalo, became 
assistant manager there in 1950 and 
was named manager in 1956. 

Mr. Camp joined Travelers in 1946 
as field supervisor at Newark; he went 
to John Street in 1952, and became 
assistant manager in 1954. 


Bonner Is Executive V-P 
Of Alexander & Alexander 


Alexander & Alexander, New York 
brokers, has elected Louis A. Bonner 
executive vice-president. He had been 
a vice-president since 1947 and a di- 
rector since 1951. He joined the or- 
ganization as an office boy in 1932 
and became the youngest licensed bro- 
ker in New York in 1936. He later 
served at St. Louis where he was 
named manager in 1943 and resident 
vice-president in 1945. 


Labor Board Asks Vote 

WASHINGTON—National Labor Re- 
lations Board has ordered an election 
to be held within 30 days among of- 
fice and office clerical employes of 
North British at Atlanta, who will 
vote for or against local 21, Office Em- 
ployes International Union, AFL-CIO, 
to represent them in collective bar- 
gaining. 
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and offered a cash prize for the best 
name. The winning entry was Allstate. 

This name was also applied to auto 
supplies and accessories and in 1931 
to the company’s automobile insurer 
operation. The idea for selling auto- 
mobile insurance by mail came from 
an independent Chicago producer who 
handled some of General Wood’s in- 
surance. With this man as an officer, 
Allstate Ins. Co. was established. It be- 
gan by selling through the catalog and 
booths in Sears stores and then estab- 
lished branches with sales represen- 
tatives across the country. 

Note how the marketing philosophy 
of this firm was tied to the automobile 
and consequent changes in public buy- 
ing habits almost 40 years ago. Note 
how the company departed when nec- 
essary from its basic mail order busi- 
ness and moved closer to the operat- 
ing methods of its competition. Above 
all, note this reaction of the company’s 
president, Theodore Houser, when in 
recent years it was faced with stiff 
competition from discount houses. He 
said: “I have no patience with people 
who say there ought to be some way 
to stop the discount house. The im- 
portant thing is to bring down the 
price to the consumer. If the discount 
house can do that job—good. It’s 
Sears’ job to get in there and pitch.” 


Marketing Today 


So much for history. What is going 
on in marketing today and how does 
it apply specifically to insurance? At 
the 1958 meeting of American Mar- 
keting Assn., representatives from 
practically every segment of business 
discussed their problems—and they all 
had them. The consensus of this meet- 
ing was expressed in one sentence by 
a utilities expert who discussed ways 
of meeting competition. He said: “Our 
entire organization must be engaged 
in marketing and no department can 
escape its share of responsibility for 
that job.” 

He put his finger directly on what 
the agency company system must do 
to adapt inherent competitive advan- 
‘tages to meet current challenges— 
organize marketing from the top ex- 
ecutive level of the company down 
through the agency system in a 
straight line. 

It can be agreed that the independ- 
ent agent is the supermarket of in- 
surance. William J. Hobin, president of 
California Assn. of Insurance Agents, 
has further pinpointed competitive ad- 
vantages: The agency company system 
is the only one that gives each insur- 
er what amounts to a branch office 
in every community, with specialists 
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to sell and service its products. It is 
the system which incurs the least in 
training costs and minimizes a sharp 
turnover in sales and servicing per- 
sonnel. It is the only system in which 
the companies’ agents and brokers are 
recognized leaders in their communi- 
ties.” 

In short, the agency system has the 
organizational set up, the basic prod- 
ucts and the personnel to deliver 
them. The job is to get the products 
to the public more efficiently at com- 
petitive prices—the same problem ev- 
ery other business has always faced. 


Program For Insurers 


There are six elements in the mar- 
keting job companies and agents must 
do: 

1) Market research—to determine 
what customers want or can be made 
to want badly enough to pay for it. 
Insurance marketers must guide the 
development of products and not wait 
until technicians develop something 
and then find out by costly trial and 
error whether or not the market wants 
it. Management must do everything 
possible to further such research. 

2) Product planning—When it is 
determined what should be brought to 
market, the technician should be 
charged with developing it. In this 
process, the agent should be consulted. 

3) Pricing is the third factor. When 
the product is ready for the market 
its cost must be estimated. In the in- 
surance business, nearly everything 
that is new must fit into a system of 
coverage already in existence. Pricing 
must therefore consider the new thing 
in relation to the old. Not only must 
cost be determined, but other factors 
must be given weight. Important among 
these are the nature and extent of 
the market as revealed by research 
and the contribution the new product 
can make to the over-all profit of the 
enterprise. 

4) Forecasting is the fourth element. 
Programs must be planned years 
ahead, and they must be measured 
aecurately for possible market re- 
sponse. This is difficult. But economic 
and social trends have been meas- 
ured accurately by the competition 
—why not by agency companies? 

5) Selling is the next marketing 
element. 

6) Advertising and promotion as a 
unit form the sixth and last. 

This concept is novel to agency 
companies where the term “market- 
ing” is relatively unfamiliar. The word 
most closely corresponding to it has 
always been “production.” The very 








Speakers at the working meeting of Insurance Brokers Assn. of Massachusetts: 
From the left, George C. Peacock, vice-president Agricultural; Frank E. Muel- 
ler Jr., Chicago broker; B. P. McMackin Jr., associate editor of the F. C. & S. 
Bulletins, and William C. Field, Boston broker. 
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Principals of Alexander, Sexton & Carr, new national brokerage-service or- ' 


ganization, formation of which was 


reported last week: Chairman Wade 


Fetzer Jr., W. A. Alexander & Co., Chicago; Executive Vice-presidents George 
Dwight, Francis C. Carr-Fox & Pier, New York, and Roger D. Lapham Jr, 
Alexander, Sexton & Carr of California, and President George W. Haerle, 


Charles W. Sexton Co., Minneapolis. 





definition of this word emphasizes the 
weakness of the effort. It means “the 
act of producing.” In short, only the 
tag end of the marketing function 
has been practiced for years, and then 
it has been confined to agents and 
the field forces. 


Recent Company Moves 


Some companies have begun to move 
toward modern marketing concepts 
and organization. 

Last month Springfield-Monarch 
completely revamped its marketing 
set-up. A vice-president of Spring- 
field F.&M. and a vice-president of 
Monarch Life were named sales direc- 
tors of the respective companies to 
head the newly formed over-all sales 
division of the group. They will coor- 
dinate and guide marketing programs 
and provide for sales training on a 
countrywide basis. 

An official of the life company was 
named assistant to the fire and casu- 
alty sales director, and a Springfield 
F.&M. official was appointed assistant 
to the life sales head for cross pollina- 
tion of ideas and effort. 

Sales managers in the eastern, west- 
ern and Pacific departments were also 
named. In addition, sales supervisors 
were appointed in key cities to assist 
in developing life and A&S business 
through Springfield F.&M. agents, and 
sales supervisors likewise were named 
countrywide to develop property and 
casualty business through Monarch 
agents. 

Other companies have begun to gear 
themselves along marketing lines. 
Home has stated that its goal is to 
transform the agency plant and field 
service into a pure sales team. One of 
the aims is to relieve producers of de- 
tails that tie them to their offices and 
to give field men, backed by technical 
specialists in territorial offices, more 
time to manage the company’s selling 
activities. The line of authority in 
marketing is from the president to 
territorial vice-presidents to field ad- 
ministrators to field men to producers. 

Zurich recently appointed three di- 
vision sales managers. Each branch 
will have a sales superintendent. All 
field representatives will be known 
as sales representatives and will re- 
linquish incidental duties in favor of 
concentration on selling. 

Other examples could be cited but 
the point is that companies are on the 
move. If they find among their pro- 
ducers the confidence that together 
they have the edge in the competitive 
battle—an unbeatable combination is 
in the making. 


Federal Highway 
Safety Study Finished 


(CONTINUED FROM PAGE 13) 
clearance processes in the states 


could be replaced by a modern effi- 
cient service employing new electronic 
processing equipment. 

Establishment of an _ Interdepart- 
mental Highway Safety Board includ- 
ing the Secretary of Health, Educa- 
tion & Welfare, Secretary of Defense, 
chairman of Interstate Commerce 
Commission and the chairman of Fed- 
eral Communications Commission, 
with the Secretary of Commerce as 
chairman, was also recommended. This 
board would coordinate all federal 
traffic safety programs and all re- 
search activities in traffic safety. It 
would seek the advice of state and 
local officials in carrying out its func- 
tions and would encourage the appli- 
cation of research findings in state 
and local communities which might 
establish committees to work with the 
board for maximum coordination. The 
board would also take the initiative in 
ascertaining the status of federal leg- 
islative and administrative needs in 
all areas of highway safety, make pe- 
riodic reports to the President and 
Congress on national progress and 
make proposals for necessary execu- 
tive or legislative consideration. 

The report states that direct federal 
intervention in highway safety func- 
tions of state and local governments 
is impractical and would weaken their 
authority. Federal cooperation in re- 
search on traffic police and court prob- 
lems would be feasible. Increased ef- 
forts for improvement of model traffic 
laws through the cooperation of the 
federal government and private in- 
terests is recommended. 

Needed improvements in automotive 
design, safety. education and driver 
training programs for younger driv- 
ers, and improvements in design and 
physical characteristics of streets 
and highways are also urged. Com- 
ments on the human factor in traffie 
accidents, speed laws, day and night 
and holiday accident rates, the need 
for better accident records, and the 
cost of traffic accidents are also in- 
cluded. 

The report contains charts, diagrams 
and tables on many phases of highway 
safety. 

Louisiana 1752 Club has scheduled 
an agency clinic for May 18 and 19 at 
Alexandria. Lorene Hinkle, Baton 
Rouge, Central Mutual, is chairman. 
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N. H. Agents Survey 
Support To State 


Members of New Hampshire Assn. 
of Insurance Agents employ an aver- 
of 3.55 persons with an average 
annual income of $4,601, according to 
a survey conducted by the association. 
A questionnaire sent to 254 members 
drew 187 answers. The figures were 
projected from this 73% response to 
100% to arrive at a breakdown. 

About 30% of the membership, 76 
agencies, own their own buildings and 
pay town and/or city and county tax- 
es totaling $42,953 annually, or an 
average of $565. About 65% of the 
members, 165 agencies, rent offices at 
an annual aggregate cost of $186,726 
for an average yearly rental of $1,132. 
This leaves 13 agencies presumably 
located in private homes. 

A total of 584 or 67% of employes 
own their own homes, with an aggre- 
gate valuation of $10,676,183 and an 
assessed valuation of $8,896,820. The 
average valuation of each home is 
$18,281 and the average assessed val- 
uation is $15,234. 

Based on the state’s average tax 
rate of $51.50, these employes turn 
back to towns and cities in taxes each 
year $458,186, for an average annual 
tax payment per employe of $784, or 
about 17% of their gross annual sal- 
ary. 

A total of 191 employes or 21.7% 
rent homes or apartments at an aggre- 
gate annual rental of $111,922, or an 
average cost of $585. The association’s 
881 employes own 1,101 automobiles 
for a1 average of nearly 1% cars. 


Atlantic M utual Names 
Two Managers InN.Y. 


Atlantic Mutual has appointed Jos- 
eph H. Farnham Jr. manager of the 
metropolitan inland marine depart- 
ment and administrative assistant to 
James W. Kennedy, inland secretary. 
John A. Schoneman has been named 
manager of the home office multiple 
lines department and administrative 
assistant to E. V. Silver Jr., vice-presi- 
dent. 

Mr. Farnham joined the company in 
1957 as a senior underwriter in the 
inland marine department. Mr. Schon- 
eman joined Atlantic Mutual in 1955 
as an underwriter in the midwest di- 
vision at Chicago. 


Proposed Pa. Bills Would 


Affect Fictitious Groups 


Three bills dealing with fictitious 
groups have been introduced in the 
Pennsylvania house. They would pro- 
hibit discrimination in rates charged 
for workmen’s compensation, fire, ma- 
rine and inland marine and casualty 
and surety. 

Another bill would prohibit the of- 
fering of any policy free as an induce- 
ment to any person to purchase any 
real or personal property. Another bill 
would bar any insurance company in 
which the major financial interest is 
held by governments. 


Tex. Board Sets Hearing 


Texas state board has issued a cir- 
cular announcing a public hearing 
May 5 in the State room, Commodore 
Perry Hotel, Austin, to be held on 
“Revision in the fire, windstorm and 
extended coverage rates and rules, 
forms, clauses, permits, and warran- 
ties, and all other matters pertaining 
to the writing of fire and allied lines. 
In addition, the board will consider 
all elements of the expense provisions 
of the rating formula.” 
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Lumbermens Mutual 
Raises Evans, Curchin 


David W. Evans, agency supervisor 
of Lumbermens Mutual of Mansfield, 
O., has been ad- 
vanced to agency 
vice - president, 
and Alex B. Cur- 
chin, comptroller, 
to assistant treas- 
urer. 

Mr. Evans join- 
ed the company in 
1948 and was 
named agency su- 
pervisor and as- 
sistant secretary 
in 1954. Mr. Cur- 
chin has been in 
the business 12 
years and joined Lumbermens in 1956. 
He will continue his duties as comp- 
troller. 





David W. Evans 


Aetna Casualty Names 


Two Marine Managers 

Aetna Casualty has promoted Wil- 
liam A. Middleton from ocean marine 
manager at New York to that post at 
the home office. He succeeds D. M. 
Perry, who is retiring after 20 years 
as ocean marine manager there. E. 
Ira Sparling, assistant ocean marine 
manager at New York, succeeds Mr. 
Middleton. 

Mr. Middleton joined the company 
in 1926. He was marine state agent in 
the midwest and south and assistant 
manager of the southern marine de- 
partment before assuming the New 
York position in 1953. 

Mr. Sparling has been with the 
company since 1954 as marine under- 
writer at New York and later assistant 
ocean marine manager. Mr. Perry or- 
ganized the home office ocean marine 
loss department when he joined the 
company in 1922. 


Two Managers Are 


Named By Travelers 

Wilbur J. Yox has been appointed 
brokerage manager at the John Street, 
New York City, office of Travelers, and 
John T. Camp is manager at Yonkers, 
N. Y. The appointments are in cas- 
ualty, fidelity and surety lines. 

Mr. Yox joined Travelers in 1946 as 
a field supervisor at Buffalo, became 
assistant manager there in 1950 and 
was named manager in 1956. 

Mr. Camp joined Travelers in 1946 
as field supervisor at Newark; he went 
to John Street in 1952, and became 
assistant manager in 1954. 


Bonner Is Executive V-P 
Of Alexander & Alexander 


Alexander & Alexander, New York 
brokers, has elected Louis A. Bonner 
executive vice-president. He had been 
a vice-president since 1947 and a di- 
rector since 1951. He joined the or- 
ganization as an office boy in 1932 
and became the youngest licensed bro- 
ker in New York in 1936. He later 
served at St. Louis where he was 
named manager in 1943 and resident 
vice-president in 1945. 


Labor Board Asks Vote 

WASHINGTON—National Labor Re- 
lations Board has ordered an election 
to be held within 30 days among of- 
fice and office clerical employes of 
North British at Atlanta, who will 
vote for or against local 21, Office Em- 
ployes International Union, AFL-CIO, 
to represent them in collective bar- 
gaining. 
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Company-Producer teamwork that’s geared 
to serve America’s industry 


ARGONAUT INSURANCE 


Home Office: Menlo Park, California 
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ON A DIFFICULT RISK! 


Call on Newhouse and Hawley to place the risk for 
you. Over a quarter of a century’s experience .. . 
expert knowledge of both the London and American ~ # 
markets ... our proven service . . . all these mean a 
quick and satisfactory solution to your client’s prob- 


lems. 
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MOTOR’S 


CRASH BOOK 


SERVICE 


SPEEDS ESTIMATING TIME. Estimates 
can be made or checked faster with 
Motor’s easy-to-read, easy-to-use 
CRASH BOOK SERVICE MANUAL than 
with any other pricing system. 


all the information 
you need to make fast, 
accurate, appraisals of 


auto collision damage. 





FREQUENT, PROMPT, UP-TO-DATE RE- 
VISION SERVICE on parts prices and 
flat rates make for more accurate, on- 
the-spot appraisals. 





MAKES PARTS IDENTIFICATION EASY. 
Supplies the greatest available num- 
ber of parts pictures, frame dimen- 
sions and major assemblies . . . plus 
complete information for identifying 
car models and body styles. 
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A Safe Driving 
Plan for Ameriea 


A plan for creating a new means of 
achieving safety on the highways, de- 
veloped by William P. Henderson, is 
presented in this and seven succeeding 
issues of THE NATIONAL UNDERWRITER. 
Mr. Henderson is president of Hender- 
son Tire Co. of Detroit. He has become 
familiar to insurance men as the author 
of a number of articles on auto styling 
as it relates to insurance rating and 
losses. His plan for safe driving is not 
necessarily endorsed by THE NATIONAL 
UNDERWRITER, but is presented as an 
original means of attacking this impor- 
tant problem. The series began in the 
April 3 issue. 


The term “drivers. license” is 
about as antiquated as the term “gas 
buggy.” In the past 50 years the gas 
buggy has gone through an evolution 
and as a result the mobility of the indi- 
vidual has brought a richer way of life 
to America. 

In the same period there has been 
no change in the term “drivers license” 
and little basic improvement in the 
method of issuing it. In the early days 
a drivers license was a record and it 
was assumed everyone who could af- 
ford a car knew how to start it, shift 
gears and how to stop it when nec- 
essary. This was not necessary very 
often as we did not have stop lights 
or stop streets. Traffic laws or rules 
were limited, it was assumed you drove 
on the right side if the road was wide 
enough but in any case you drove 
where the road bed was the smoothest. 
The ridiculous speed limits of 8 to 10 
or 15 miles per hour were consistently 
violated. This general feeling of high- 
way behavior associated with the term 
“drivers license” prevails today on a 
national basis all over the country. 

Wide variations and restrictions in 
local areas, in traffic laws and regula- 
tions, only serve to stimulate viola- 
tions. For example, on a trip south to 
Florida at least 12 small towns have 
marked school crossings and very slow 
speed limits almost a mile long. Other 
towns add several ill timed stop lights 
that operate continuously. If this con- 
dition grows and expands few people 
will drive south as it will add days to 
the driving time. You can also be sure 
the foolish restrictions will be fre- 
quently violated. When you violate 
bad regulations you start violating 
good sensible restrictions. The general 
feeling gives birth to the frequent quo- 
tation “It is no sin to violate traffic 
laws, it’s only a sin to be caught.” 

If we are to change our highway 
thinking we should eliminate the term 
“drivers license’’ and the irresponsible 
driving attitude associated with it. 
Sound and more uniform sensible traf- 
fic regulations should be put into ef- 
fect at the same time. 

Permits to use the public highway 
imply a whole new highway behavior 
in many respects which must be cov- 
ered in a series of applications. In the 
first place they must imply a privilege 
of sharing the use of the highways. 
Today, all persons who get a drivers 
license qualify in their own minds as 
equals. 

A teenager with a few driving les- 
sons who has memorized the high- 
lights of the traffic book; an alert 35 
year old safe driver with thousands 
of miles of driving experience; a 70 
year old person with inadequate eye- 
sight and very slow reactions. Once 
they receive and carry their “drivers 
license” in their wallet they feel they 
are equals and that it is their right 
and they are kings of the highway. 
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We know and insurance records 
show they are not, yet it is the obliga. 
tion of insurance business to insure 
them. Until recent years they were al} 
insured at the same price. In self 
preservation most of the industry 
places a premium on the young single 
male beginner. Because the insurance 
industry is obligated to insure all hold. 
ers of drivers licenses, the states have 
seen fit to create assigned risk groups 
which must be shared by all insurers, 
Assigned risk pools are necessary only 
because the states are unable or have 
no means to disqualify those drivers 
who cannot meet modern driving re. 
quirements. 

Permits to use the public highways 
must be given in various classifications 
according to safe driving ability. These 
permits then automatically must set 
classifications of premium rating. 

Failure to meet modern minimum 
safe driving requirements or failure 
to maintain a given standard of high- 
way performance automatically takes 
that person off the road. This reduces 
the need for the rapidly growing as- 
signed risk pools. 

Part V of the safe driving plan, on 
rating drivers, will appear next week. 


Gulf American 1958 
Performance Improved 


Gulf American of Montgomery, Ala., 
increased net premiums by 66.2% to 
more than $1 million in 1958. Com- 
bined loss and expense ratio was 
95.6 compared with 123.6 in 1957. As- 
sets increased by $122,813. 

At the annual stockholders meeting, 
K. E. Albrecht, president, reported a 
50% increase in premiums in the first 
quarter of 1959 over the same period 
last year. Loss ratio for the first quar- 
ter was down to 38.6. 

M. G. Waitt, secretary and comp- 
troller, was advanced to vice-presi- 
dent, and R. R. Anderson, assistant 
secretary, to secretary. H. Ford Ruth- 
erford, claims manager, was named 
assistant secretary. The company has 
been licensed in Florida. 


Chicago Softball Teams 
Ready For Opening Day 

The Insurance Softball League of 
Chicago is set to open its 1959 season 
May 1, The league consists of 12 mem- 
ber tems and has been divided into 
two sections of six teams, known as 
east and west sections. 

The east section is comprised of 
Continental Casualty (1958 champ- 
ions), Factory Ins. Assn., Fireman’s 
Fund, George F. Brown & Sons agen- 
cy, Hartford Fire, Illinois Agricultural 
Assn. The west section consists of 
America Fore Loyalty group, Aetna, 
Equitable Society, Prudential, Spring- 
field F.&M., and W. A. Alexander & 
Co. agency. 

Officers for the season are William 
Bendig, America Fore Loyalty group, 
president; Eugene McCutcheon, Fac- 
tory Ins. Assn., secretary, and Joseph 
Repel, Illinois Agricultural Assn., 
treasurer. 


Amalgamated Mutual Cas. 


Elects Two New Officers 


Amalgamated Mutual Casualty of 
New York has elected Edmund J. Pie- 
ret treasurer and a director. He re- 
cently resigned as vice-president and 
assistant managing director of Hos- 
pital Plan of Utica. He was an exam- 
iner of the New York department 15 
years. 

The company has promoted Louis 
Lewison to vice-president and general 
counsel. 
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See Total WC Benefit 
Possible In N. J. Even 
If Worker Continues 


Ords 
: 
eal INSURANCE 
Provisions of New Jersey workmen’s 


eae TO FIT THE NEED 
compensation laws are not to be con- 


ance strued as requiring a state of help- 
old- 2 lessness where total disability is in- 

Not knowing about volved under WC policies, New Jersey 
oups supreme court ruled in remanding for 


rers. ] new trial a suit in which a lower 

only STOREKEEPER S court had ordered $100 monthly pay- 
have ments for life. 

vers The action was brought by Herman 

re- Dittman, of South River, an independ- 

LIABIL ent electrical contractor, who fell into 

a gasoline fire in 1955, severely burn- 
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‘an : ing his hand and arm. The trial court 
hese can put your client ordered Continental Casualty to pay IAW AAERIRS 
set 2 Dittman $100 monthly for life for total 
out of business disability. The appellate court ruled : 
vans he was entitled to $100 for only one MARSISS 
lure ice oc meteelis alii mated year and then $40 monthly for three 
i | gf Froms purely selfish point | Tore month REALTORS 
akes of view you cannot afford Dittman testified that after the ac- 
uces | to let your clients take unnec- cident he was only able to do super- 


visory work and even then was ham- 
pered by cold or hot weather condi- 
tions. Prior to the accident he could 
perform manual labor. The supreme 
court pointed out that the record did 
is deprived of a useful busi- not show whether Dittman could en- 
nes gage in any other occupation. The 
=| : court said he must prove that he is 
not only totally disabled from engag- 


as- essary chances. When they 
fail, or their financial position 
is impaired, you lose a custo- 
mer and the whole community 


EVERYBODY CAN MAKE ERRORS— 
BUT YOU CAN PROTECT 
YOUR CLIENTS AGAINST LOSS 














ae The insurance you provide ing in his usual occupation, but in You as an insurance agent have an obligation to your clients to 
» to h d h others which by virtue of his training, ; f a 1 liabili d 
me s ~ to r* verte t say ie education and experience he might suggest the protection of a professional liability (errors an 
. the obvious hazards. “Shelby” reasonably be expected to pursue. sae . . 
omissions) policy. Mistakes can happen, but you can protect 
As agents are finding that letting The court further noted, however, )P y ' ii y P 
ing their clients know about the that there is : —— whether a your client against loss for his acts and for the acts of others for 
: , ° erson 1S reciude rom recoverin e ° 
da broad protection afforded by total disability payments because he whom he is legally liable. 
first the Storekeeper’s Liability is able to engage in limited manageri- eee : ; 
bm policy gives them a simple ap- al and supervisory functions. In other Each policy is carefully tailored to fit the needs of the particular 
proach to many of their client's canes BSS ees. Saeneny. Seeanee profession. Each sale establishes a valuable connection for you. 
problems that a self employed person, who pre- 
a ' \ vious to his injury performed both For complete information write — 
esi= manual labor and managerial or su- 
‘ant THE pervisory functions, but is limited to FIRE eng 
ith- the latter after an accident, may re- aS 
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1 Sanborn Map Co. has published an v ; aaa 
Y f NON-ASSESSABLE eight page brochure, “How Sound Is % ep ‘ aye Boston 2, Massachusetts San Francisco 6, California 
son Underwriting By Rate Book?” It is a a Sune Ww 2 
2m. supplement to “A Guide To Sound | eum. ee 
re a3 & CASUALTY Underwriting,” which the company is- "Wane ov The Agency System . An American Tradition 
as sued, and answers questions raised by 

that publication. 
of One such question is: “Granted, 
np- & maps give a full underwriting picture. 
in’s Ce. However, rate manuals give much of 
en- ioe that information, cost nothing more ROBERTSON HALL & HENSHAW LTD 
ral The Pioneer Organization and are even more quickly read. For ; 4 a 
of most risks, therefore, isn’t underwrit- 
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ing by rate book more practical?” The 
answer, according to the company, 
boils down to how much essential data 
that could change the underwriting 
picture is missing from the rate man- 
uals. The new supplement illustrates 
why there is a difference in risk se- 
lections made on the basis of rate 
manuals alone and those made when 
maps are also used. 

A second report, similar to the first 
guide to fire underwriting, is being 
prepared by the company. 


Magnolia, Ark., Inspected 


GENERAL INSURANCE 
REINSURANCE 
SAFETY ENGINEERING 
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ie- 4413 Ravenswood Avenve Arkansas Fire Prevention Assn. in- : 

oe Chicago 40, Illinois spected Magnolia in a two-day fire 

n safety campaign. Members inspected 

OS- ® Appraisals for Correct 276 buildings and-made 671 recom- 1510 Drummond St. Montreal, 25, P.Q. 
m- Insurance Coverage and mendations. 

15 Proof of Loss _ ~ Victor 2-9881 

; ® Depreciation Studies London Assurance has named Allen 

es © Property Ledgers Berry special agent in Texas. He will 








be associated with Ewing Moseley, state 
agent, at Dallas. 
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HieNATIONAL UNDERWRITER 


Views Underwriter’s Failures, Successes 


(CONTINUED FROM PAGE 5) 


claim cost control to claims men. 

In the forties more education be- 
came _ available. The underwriter, 
faced with war, then regulation, turn- 
ed from being. merely a collector and 
became a somewhat frantic educator 
of himself. He also began to communi- 
cate better with his management and 
fellow workers in the business. 


NG Business From Bad Agents 


Toward 1950 it began to be seen 
that good business could not be pro- 
duced by poor agents, and that the 
best underwriting could not produce 
a profit with a rate which did not in- 
clude some allowance for future in- 
flation. Underwriters started facing 
forward instead of backward. 

The fact remains that in this decade 
the underwriter, for example, came 
up with the family automobile policy. 
This was quite an achievement in the 
language area. Many companies are 
cross-training their underwriters to 
be multiple line people. This is all to 
the good. It nevertheless becomes a 


little clearer that there is a limit be- 
yond which the mind of one man 
cannot be effectively stretched. 

The outstanding failure of the un- 
derwriter of the 1950s appears to be 
with insurance departments. At least 
some of them have been singularly 
unmoved by statistics presented in 
good faith by underwriters. Too few 
have been willing to recognize the ef- 
fect of time on the cost of claims. 

The underwriter of the 1950s also 
failed markedly in addressing himself 
to the public, on his efforts to in- 
crease safety and in explaining the 
nature of the insurance transaction 
and the role of the policyholder in 
con‘ro!'ing his own insurance costs. 

On the bright side today, Mr. Grif- 
fith said, is some awareness by jurors 
that the public pays premiums. Insur- 
ers are recognizing that cases can be 
solidly and honestly defended. Many 
underwriters are realizing that they 
must perfect a better relationship 
with their producers. There is grow- 
ing realism in the area of what can 
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Assn. of Fire Insurance Examiners of Chicago has named its new officers for 
1959-60. Shown, from left, are Charles P. Pechek, National Fire, retiring presj. 
dent; Stephen P. Janco, staff member Continental-National Insurance Institute, 
who was the speaker at the examiners’ election meeting; Leonard H. Brooks, 
Standard Accident, incoming president; Robert A. Nordstrom, Centennial, vice. 
president; John A. Delort, America Fore Loyalty group, secretary. Not shown 
is the new treasurer, Henry J. Zielinski, Hartford group. 





be paid to acquire business. There is 
a reassessment of the functions best 
performed by the agent and best per- 
formed by the companies. These de- 
velopments, while excruciating as 
they take place, are healthy for the 
fire and casualty business, he de- 
clared. They indicate that the under- 
writer is waking up to the need for 
controlling his own environment. 


What Underwriter Overlooked 


Looking back, Mr. Griffith believes 
the underwriter was incurably opti- 
mistic in looking for a downturn in 
the inflationary trend. This tended to 
prevent the hard-seek for the ade- 
quate rate. He underestimated the rise 
in claim consciousness. Many persons 
have a triple standard, one for Sun- 
day, one for work and one for insur- 
ers. He has failed to become a super- 
technician, particularly in getting his 
message across to the public. The best 
example of this is the fact that the 
public does not even now understand 
why it is mathematically impossible 
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to refund premium in big chunks to 
people who have remained accident- 
free. A possible remedy lies in the 
spread of state information services, 

Looking ahead U. S. population will] 
be 178 million in 1960 and 215 mil- 
lion in 1969, compared with 148 mil- 
lion in 1949. A few over 900,000 houses 
were started in 1949; twice that many 
will be started in 1969. 

Research expenditures were $2 bil- 
lion in 1949, $8 billion in 1959 and 
will be $15 or $20 billion by 1969. 

Output-per-man-hour was $1.77 in 
1949, is $3.50 today, and is expected 
to be $4.50 by 1969. In 1949 there were 
59 million working, in 1959 64 mil- 
lion. In 1969 there will be 80 million. 

In 1949 3.9 million automobiles 
were sold. The estimate for 1959 is 
5 million. The prediction for 1969 is 
10 million. 

As the dollar becomes worth less 
underwriters are in trouble because 
inflation is the greatest single under- 
writing danger. 

The exploding population, increased 
productivity, and amazing product in- 
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novations ahead all mean a drastic 
change in the life of the underwriter. 

There are bound to be more smaller 
and more economic automobiles, gas- 
turbine-powered trucks and buses, 
disposable paper dresses, face-to-face 
TV telephone conversation, supersonic 
elothes washers, probably rocket mail, 
super computers, advances in weather 
forecasting, helicopter buses for short 
air hauls and maybe a small flying 
automobile or personal helicopter. 

Directly ahead of underwriters of 
automobile business is an increase of 
about 40% in the teen-age group. 
Underwriters are going to have to 
figure out a better method of handling 
them than putting them all in as- 
signed risk plans, Mr. Griffith de- 
clared. It is necessary to decide just 
what a factor driver training really 
is. The underwriter is going to be 
compelled to re-evaluate how far this 
group should actually be made to go 
in shouldering their own insurance 
burdens. 

Increased productivity may lead to 
some reduction in the work week. 
This poses the problem of what in- 
sured are going to do with their time. 
With the growing national network of 
higher speed roads, more and more 
automobiles will travel greater dis- 
tances. More and more boats and out- 
board motors are going to be bought. 
More accidents are going to take place. 

It will take all the underwriter’s skill 
to keep auto assigned risks from bulg- 
ing, compulsory from spreading, and 
political rate making from becoming 
more so—that is, if the company is 
in business at all. 

In the 1960s, he said, there will be 
many services other than claims. In- 
sured of the future is going to have 
marked preferences concerning the 
kind of agent he wants to deal with, 
the kind ef company in which he 
wants his policy, and the kind of 
treatment he expects in case of loss. 

It is not too soon to start to analyze 
these preferences, because underwrit- 
ers will create the policies their com- 
panies will offer. 


Tasks Ahead In Underwriting 


A secondary but extremely import- 
ant problem of the 1960s will be the 
matter of improving public relations. 
In addition, the underwriter needs to 
sell the legitimate function of true 
underwriting. He must try to get the 
public to understand the trusteeship 
involved in handling insurance dol- 
lars. He must make the public under- 
stand how little is left over—some- 
times nothing—after all expenses and 
losses are disbursed, even though 
many insured have had no losses what- 
ever. 

The successful underwriter of the 
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1960s must learn to work with de- 
partments to get rates and forms to 
support the losses and expenses in- 
curred, and get those rates in timely 
fashion. “This dallying with rate needs 
in election years must stop,” he de- 
clarea. 

Mr. Griffith believes the wedding 
of general liability with fire in 
the homeowners is advantageous. 
People understand the hazard of fire 
and are receptive to legitimate un- 
derwriting ideas for reduction of home 
fire hazards. Right along with them 
can go reduction of liability hazards 
in the home. 

In addition to a big increase in 
teen-agers there will be a vastly in- 
creased group of aged, who will re- 
spond to intelligent and economic re- 
gard for their safety. The elimination 
of household hazards of all types will 
have quite a bearing on insurer ex- 
perience in the future. This under- 
writing concern must be sincere and 
real. Underwriters must see that they 
get the credit for it. They will most 
certainly get the blame for the lack 
of it. 


Control Of Car Design 


Underwriters who insure automo- 
biles for liability and physical damage 
have a legitimate voice in their de- 
sign and specifications, Mr. Griffith 
asserted. Major American manufactur- 
ers are considering new lines of cars 
of reduced size, but there has been no 
contact between underwriters and car 
manufacturers. Expensive engineering 
is being built into roads. Something 
similarly effective must be done in 
cars. 

Safety dollars are ill spent these 
days because too many groups are 
working at cross-purposes. Everybody 
talks safety but no one has a pro- 
gram which, it is agreed, will be a 
dramatic success, yet such a program 
is necessary if it is to reach drivers. 
Present complacency must end, he 
said, for driving will literally explode 
in the years immediately ahead. 

Safety must take precedence over 
style. Car design has got to get the 
driver out in front, as he is in the 
modern truck cab. Then he _ will 
realize that if he hits anything, he will 
be the first one hit; and with the 
road disappearing directly beneath 
him, he is going to have a much bet- 
ter idea of how fast he is going. 

All these and other factors, strongly 
pursued, could eliminate a truly size- 
able percentage of traffic deaths and 
injuries, Mr. Griffith stated. 


General Re has elected William A. 
Hobbs vice-president, treasurer and a 
director of M. A. Hanna Co. of Cleve- 
land, a director. 


Wins Prize For 
Public Interest Ads 


Maryland Casualty’s national adver- 
tising campaign was one of eleven to 
receive a top award in the Saturday 
Review’s annual contest for distin- 
guished advertising in the public in- 
terest. The campaign was a winner 
in the corporate category. The only 


other insurer to “win an award was. 


Prudential. 

Some 300 advertising campaigns 
were studied in the contest, which 
included the entire area of national 
advertising during 1958. 

Insurance Woman’s Club of Staten 
Island, (N.Y.) at its monthly meet- 
ing, heard Charles Brandt, assistant 
manager of Aetna Fire’s metropolitan 
fire department, discuss recent changes 
in territorial forms. 
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Joint Casualty Parley 
Set For White Sulphur 


National Assn. of Casualty & Surety 
Executives and National Assn. of Cas- 
ualty & Surety Agents will hold their 
annual joint meeting at the Greenbrier 
Hotel, White Sulphur Springs, West 
Va., Oct. 4-7. Memberships of the 
two groups now are being alerted to 
get in their reservations early, since 
there customarily is considerable com- 
petition for accommodations. 

J. Dewey Dorsett, general manager 
of the executives’ group, and C. F. J. 
Harrington, executive vice-president 
of the agents’ organization are sending 
out preliminary notices. 

National Automobile Underwriters 
Assn. has moved into the newly com- 
pleted United States Life building, 125 
Maiden Lane, New York. 





Multiple 


Line 





Traditional Home 
of 





ARNE FOUGNER 
president 





CHRISTIANIA GENERAL 
INSURANCE Corp. of WVew ‘York 


102 WHITE PLAINS ROAD 
TARRYTOWN, N. Y. 













| World Wide Service | 


a 





















Overlooking the Historic Tappan Zee 




















The HANOVER GROUP 
Sivong and Sure rotection. Skilled Agency Service 


hncugh 
Independent Insurance Agents 


(ESTAB, 1929) 


Home Office: 111 John St., New York 38, N. Y. 


CHICAGO ° 








SAN FRANCISCO . 





TORONTO 











NSURANCE COMPANY 








| 








22 











SSeS 


SN 

















OFFERING THE SERVICES 
OF A GROUP OF 






HIGHEST CHARACTER 
WITH CAPITAL AND 
SURPLUS 
IN EXCESS OF 
$250,000,000 

















An underwriting agency, working through 
reinsurance intermediaries. 


New England 


Reinsurance Corporation 


60 BATTERYMARCH STREET, BOSTON 10, MASSACHUSETTS 
TELEPHONE HANcock 6-5180 Cable Address - NERCO, Boston, Mass. 














American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reyvnotps Group 
92 William Street, New York 38, N. Y. 





FeNATIONAL UNDERWRITER 


Insurance Bills 
Growing In Ill. 


Bills and amendments relative to in- 
surance continue on the increase in 
the Illinois legislature. Some of the lat- 
est are: 

Auto liability policies to contain a 
clause requiring the company to pay 
all sums within policy limits to insured 
or occupants of insured’s automobile 
for injuries in accident with uninsured 
auto if owner-operator is legally liable. 

All companies licensed in the state, 
except fraternal benefit societies, pay 
an annual privilege tax for doing busi- 
ness in the state. This formerly ap- 
plied only to foreign and alien compa- 
nies. 

In order for misrepresentation or 
false warranties to defeat or avoid a 
policy, such misrepresentation must 
have been made with actual intent to 
deceive and must materially affect the 
acceptance of the risk or the hazard 
assumed by the company. 


Blanket A&H Bill 


Blanket A&H under a policy issued 
to a creditor deemed a policyholder, 
to insure debtors of the creditors, in 
case of a loan subject to small loans 
act, no insurance premium or other 
cost shall be directly or indirectly 
charged or assessed against, or col- 
lected, or received from the borrower. 

Companies doing business in Illinois 
with authority from their domiciliary 
state or Illinois for less than five cal- 
endar years as of any June 30 or 
which on any Dec. 31 do not have cap- 
ital and surplus in the case of a stock 
company—or a surplus in case of a 
non-stock company—at least be equal 
to the then minimum organization re- 
quirements for domestic companies 
similarly organized and doing the 
same kind of business, may be re- 
quired by the director, beginning in 
1960, to file a supplementary sum- 
mary statement as of June 30 on or 
before Sept. 30. Eliminates old require- 
ment that certain domestic companies 
transacting vehicle or liability insur- 
ance file annually a supplementary 
summary statement of bodily injury 
liability losses incurred but unpaid as 
of June 30, together with estimated 
allocated loss expense on such claims 
and also liability suit reserves. 


Responsibilities Are Outlined 


No company officer, director, agent, 
employe or other person shall renew, 
issue or deliver any policy, contract 
or certificate of insurance in Illinois 
for which a premium is charged or 
collected when the writing company is 
insolvent and this is known to any of 
the above named persons. Conviction 
of violation calls for fine of not less 
than $200 nor more than $1,000 for 
each offense, and, in addition, violator 
may be imprisoned in the county jail 
for not more than one year. 

No shares of the capital stock of a 
domestic stock company and no shares 
of a foreign or alien company which 
has been continuously in business as 
such a stock company for more than 
10 years and authorized to transact 
business in Illinois shall be sold or of- 
fered for sale to the public by issuer, 
underwriter, dealer or controlling per- 
son in respect of such shares without 
first procuring from the director a 
permit to do so. The director shall 
have the power to prescribe such rules 
and regulations as will effectuate the 
purpose of this section and may exer- 
cise the same powers with respect to 
such shares as are exercised by the 
secretary of state as to non-exempt 
securities under The Illinois securities 
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Auto Accidents Get 
Attention In Cal. 


California’s state judicial council, 
consisting of justices and judges of 
the higher courts, has launched a sur. 
vey on the handling of traffic accident 
litigation. Object is to find ways ang 
means of speeding up settlements ang 
“making them fairer.” 

The survey is another of the actions 
taken by various groups to the origina} 
suggestion of Gov. Brown that a traf. 
fic accident commission be formed to 
function along the lines of the present 
industrial accident commission. The 
suggestion has been set aside while 
studies of the problem are being made 
—one by a commission with a chair. 
man named by the governor. 

The survey by the judicial council 
will consider: Can jury trials be made 
more effective or abolished in such 
cases; compulsory insurance or estab- 
lishment of a special state fund to re. 
imburse victims of a driver unable to 
meet a judgment; should compensa. 
tion be paid regardless of fault; should 
the contributory negligence law be 
abolished. 

The legislature has already passed 
bills making mandatory stiffer penal- 
ties for those convicted of drunken 
driving; providing for revocation of a 
California motorist’s license for an of- 
fense committed in another state if 
the same offense provides for revoca- 
tion of license in that state; and pro- 
viding for license revocation of a driver 
arrested for drunken driving who re- 
fuses to take a chemical test. 

The entire program, which is pro- 
ducing probably more suggested legis- 
lation than any other one subject, is 
in line with the governor’s position 
that automobile accidents must be re- 
duced and handling of litigation or 
claims be speeded up. However, com- 
pulsory insurance has not appeared, 
most advocates of new legislation 
evading that issue. 





law of 1953. Allows director to refuse 
a permit and permits judicial review 
of refusal. Makes it a misdemeanor to 
violate provisions of the act. 

With reference to bail bond act, pro- 
vides that in the case of a company, 
firm, association or partnership, each 
member is required to file a certificate 
of good reputation as provided there- 
in with the director in order to obtain 
a license to engage in the bail bond 
business. Each person authorized to 
enter into bonds or recognizances is 
required to file a $50 fee. Directs di- 
rector to issue bail bond identification 
cards to licensees. Grants to insurance 
companies authorized under the in- 
surance code to conduct surety busi- 
ness the power to authorize attorneys- 
in-fact to engage in bail bond business. 
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that the effort at direct, so-called 
“pard sell” should become the theme. 
Also bothering many of the Iowa 
agents 1S that the campaign does not 
seem to them to be getting to the 
smaller towns and rural people. 

Scott McIntyre, president of United 
Fire & Casualty of Cedar Rapids, lev- 
eled a blast at insurance departments, 
generally and in particular, blaming 
the “influence of the New York de- 
partment” for influencing most others 
to a determination “to reduce the ex- 
pense portion of the premium dollar.” 
“The only large item available to be 
cut,” Mr. McIntyre said, “is your 
commission.” Mr. MclIntyre’s address 
isreported elsewhere in this issue. 


Life Selling Urged 


M. B. Simms, director of multiple 
line development Continental Assur- 
ance, urged the Iowa insurance men to 
get into life insurance. Fire and cas- 
ualty agents have become too com- 
placent, he said. Their knowledge, 
ability, skill, good habits—for ‘‘kash” 
~—are in cold storage. 

Fire and casualty men have to work 
harder to stay even, Mr. Simms said, 
with the commission spiral descending 
and agency costs going up. There are 
sme definite storm warnings. Per- 
sonal production of life business can 
stop some of the profit leaks. And, 
sooner or later competition is going to 
force property-casualty agents into 
life; it will be double trouble for those 
who are not in life once the life com- 
panies start getting into their field. 


Life Selling Pointers 


Mr. Simms mentioned some of the 
things to look for in a life connection 
for a general lines man—and some 
items to avoid. The general lines man 
should not, he said, start off trying 
to be a general agent. There is too 
much responsibility and detail, of 
which, he pointed out, general lines 
men already have plenty. A panel on 
agency management was a hit, with 
Ivan Anton a Des Moines agent, as 
moderator and two outside experts, 
C. D. Whiteside of the Cedar Rapids 
accounting systems organization, Le- 
Febure Corp., and J. R. Marks, a tax 
specialist with Peat-Marwick-Mitchell. 
Mr. Whiteside explained his compa- 
ny’s system for agents’ records. Mr. 
Marks covered some of the basics of 
business organization, including vari- 
ous tax considerations, and outlined 
the fundamentals of buy-sell agree- 
ments, contrasting these with option- 
to-purchase deals. 

J. R. Munson, general manager of 
Home’s farm and hail department, 
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SRO Signs Up At Iowa Agents’ Annual 


(CONTINUED FROM PAGE 1) 


was the principal speaker at the rural 
and small lines agents breakfast, 
which ran simultaneously with a 
breakfast meeting for local board of- 
ficials. 

Dr. Cleo P. Casady, a member of the 
faculty of the college of commerce of 
the State University of Iowa, dis- 
cussed the modern insurance agency 
as a business organization, and B. P. 
McMackin Jr., associate editor of the 
Fire, Casualty & Surety Bulletins of 
the National Underwriter Co., spoke 
on the new homeowners program. 

B. W. Hopkins, Des Moines, state na- 
tional director, was on the disabled 
list and was thus prevented from at- 
tending the mid-year meeting of 
NAIA this week. His place was taken 
by P. E. Jester, also of Des Moines. 

The new president is a partner in 
the Connable-Bramhall agency of Keo- 
kuk. He enered the agency business 10 
years ago after a number of years in 
the wholesale plumbing and heating 
business. He is active in Keokuk civic 
affairs, presently serving as chairman 
of the traffic safety committee there 
and of the city’s juvenile committee. 

O. P. Bennett, Iowa commissioner, 
made a short address early in the con- 
vention. His successor, W. E. Tim- 
mons, Dubuque, who will take over 
July 1, was introduced at a luncheon. 
Another state official, R. I. Brown, 
commissioner of public safety, gave a 
talk concerning the highway safety 
situation in Iowa. 

The association okayed resolutions 
in favor of state regulation, with par- 
ticular appreciation for the Iowa de- 
partment; supporting the budget re- 
quests now before the Iowa legisla- 
ture, reflecting some increase for the 
department; urging individual agen- 
cies to work towards greater efficien- 
cy to the end of providing best cover- 
age at lowest possible prices, realizing 
that part of this responsibility falls on 
producers. 


Suspends Agency License 


The Illinois department has _ sus- 
pended the license of Samar Insur- 
ance agency of Chicago for 90 days 
for fraud and dishonest practice. The 
agency’s president, Samuel Chernoff, 
was also suspended from practice for 
the same period. 

According to Larry Berman, chief 
investigator for the department, sales- 
men told prospects by phone they were 
risking jail sentences by not purchas- 
ing auto liability cover. He said 12 
persons testified they were approached 
by salesmen using this illegal practice. 
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Midwestern Indemnity 


Expands Fire Program 

CINCINNATI—F. J. Janco, who has 
been executive vice-president of Ohio 
Security at Ham- 


ilton since 1951, 
has joined Mid- 
western Indem- 


nity here as assist- 
ant secretary in 
charge of fire and 
allied lines. A vet- 
eran of 24 years in 
the fire business, 
Mr. Janco was 
with Ohio, Fire- 
man’s Fund and 
National Fire be- 
fore going with 
Ohio Security. 

With a combined loss and expense 
ratio of 94.7% last year, Midwestern 
Indemnity had the best year in its 
history. 


St. Louis Pond Hears 
Police Dogs Cut Crime 


The success the St. Louis police de- 
partment has experienced in using po- 
lice dogs to reduce the number of ma- 
jor crimes was reported at a meeting 
of St. Louis pond of Blue Goose. 

Maj. Andrew T. Aylward of the de- 
partment said the department plans 
to expand its 18 man-dog teams to 40 
by the end of the year. Each dog, 
which lives at the patrolman’s home, 
is taught not to attack except in self- 
defense. The man-dog teams are used 
primarily from early evening to early 
morning hours. Maj. Aylward cited 
several incidents in which the dogs 
proved their worth. 


N. J. Field Men Hear 
Murphy On GAB Operations 


New Jersey Insurance Fieldmen’s 
Assn. heard William T. Murphy, 
general manager of eastern depart- 
ment of General Adjustment Bureau 
at its April 27 meeting. He de- 
scribed bureau operations and discussed 
loss figures as they pertain to New 





F. J. Janco 


Jersey. 
The association has formed an 
agents education committee, headed 





Premium Dollar's Expense 


Portion Is Discussed 
(CONTINUED FROM PAGE 2) 
duction in your commission. Criticism 
of that story followed and later I no- 
ticed in March, 1959, Mr. Bennett cor- 
rected the impressions left by the ear- 

lier article.” 

Mr. McIntyre went on to describe 
filing difficulties with his company’s 
automobile policy in Illinois and other 
difficulties with the Iowa department 
over a request for a rate increase just 
before the 1956 election. He expressed 
wonder that “political appointees 
should have such power” over compa- 
nies and agents. 

Mr. McIntyre called for a modifica- 
tion of state regulation of rates. They 
should be made as they are in Cali- 
fornia, he said, with the department 
having the power to veto, but not the 
privilege of approval. “Take off our 
halter and let the agent and the com- 
pany be free.” 

Quoting from a recent talk by 
Thomas E. Morrill, vice-president of 
State Farm, that as rate reductions 
take place, much of the competitive 
advantage of the mass producers will 
have disappeared, Mr. McIntyre said, 
“There you have it. The largest com- 
pany in the business has told us its 
weakness.” 
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by Robert Laier, manager at Newark 
of Niagara. Other members are David 
Bresnahan, special agent of Agricul- 
tural; Philomen Hoadley, manager at 
Newark of Fireman’s Fund; George 
Martin, state agent of New York Un- 


derwriters, and Louis A. Vilella, 
branch manager at East Orange of 
Yorkshire. 


The association has planned a town 
inspection of Belmar May 19. 





FIRE OPENINGS 
$6,500 - $15,000 


Expanding Fire operations large number of Com- 
panies has created some excellent positions. All 
of these openings are with A-1 Companies (assets 
at least $10,000,000). In some situations with 
large Companies, retirements have necessitated 
employing new Managers. 


M. West Fire Agency Director $15,000. 
Iinois Fire Under. Mgr. $10,000. 
lowa Fire State Agent $8,500. 
Wisconsin Senior Fire Undr. $7,500. 
South Comm’l. Lines Fire Und. $7,200. 
Ohio Fire Special Agent $7,000. 
East Home Off.-Jr Fire Und. $6,500. 
Cook Co. Fire Special Agent $6,500 


Over one hundred other Fire openings available 
all areas of country. A postal card will bring 
“HOW WE OPERATE.” No obligation to register. 
Confidential handling all inquiries. Bulk of our 
positions employer pays part or all service charge. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 
HArrison 7-9040 











Waa. li. Malone, Ine. 


744 BROAD STREET 
Newark 2, N. J. 


Surplus and Excess Lines 


REINSURANCE 


Phone 
Mitchell 2-5351 











The positive appreach 
to 
The London market 


LUMLEY, 
DENNANT, & 
COMPANY, INC. 


New York Hartford 





Baltimore 
with affiliated offices at 


LLOYDS 
& 
THROUGHOUT THE WORLD 








MANAGING 
GENERAL AGENTS 








Braerton, Simonton, Brown, 
Inc. 


740 Gas & Electric Building 
Denver 
Phone Acoma 2-4851 
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Editorial Comment 


Tribute To Tonsils 


Everyone—including editorial writ- 
ers—likes to take a poke at convention 
speakers. They are prime targets. 
They mount the public platform, ex- 
press their views verbally and furnish 
the press with copies for publication. 
Crouching critics are alert to pounce 
and maul them. 

Not every convention orator is a 
Churchill. But practically all of them 
have two virtues to be commended— 
courage and concern for the business 
which gives them a living. Their crit- 
ics may have the same attributes but 
they don’t demonstrate them. ; 

It is significant to note that plat- 
form performers are invariably among 
the hardest working people in the 
business at their regular jobs. They 
do research and prepare materials for 
their speaking assignments on their 
own time. They willingly travel con- 
siderable distances to meetings and 
endure the social rigors of conventions. 
Why? Certainly not for any tangible 
rewards. True, there may be favor- 
able publicity for their companies or 
associations, and a measure of mo- 


Observations On The 


One objection raised to the Califor- 
nia automobile rating plan of National 
Bureau and National Automobile Un- 
derwriters Assn. is that the driver 
without fault in an accident is, never- 
theless, debited with the occurrence. 
He is assessed the standard or a sur- 
charged rate. Charging the accidents 
in which the car involved (with 
certain exceptions) to those who 
drive it appears to be a key feature 
of the plan. To abandon it, or mate- 
rially modify it, could impair the pro- 
gram’s effectiveness. 

If accidents are not charged under 
the plan as at present they are, the 
cost of administering the plan would 
be prohibitive. This may not seem 
important to insured, particularly if 
the driver has an accident for which 
he doesn’t regard himself as wholly 
responsible. But even the expense on 
this point has its value to the automo- 
bile population. 

Beyond that, however, it is almost 
impossible clearly to determine fault, 
even if the public and the insurers 
were willing to pay a high price to do 
so. A rear end collision at a red light 
may not be wholly the fault of the 
following car. Clear evidence of fault 
and no fault to which participants in 
an accident will agree is rarely avail- 
able. The interminable argument of 
who is to blame is what clogs the 
courts with automobile negligence 
cases. This would be true in the Cal- 
ifornia plan because there, as in court, 
there is an economic value involved. 

In addition, when insurers charge 
those who drive the car with accidents 
(almost all of them) and moving vio- 
lations (all of them) they are proceed- 
ing according to a sound insurance 
principle. In fire insurance, WC, or 
any other line, frequency, unless curbed 
and reduced, will eventually lead to 


is 





mentary glory for them as individu- 
als. But, as often as not, the converse 
is true when the needlers go to work. 

Convention speakers are not easily 
discouraged, however. A number 
familiar names crop up on programs 
year after year. They are often charged 


of 


with laboring the obvious. Actually 
most of them do feature an old fa- 
miliar message, refurbished for new 


occasions. But neglect of the obvious 
is precisely why the business has prob- 
lems, and _ insistent reminders’ by 
tireless talkers is one of the best ways 
to force it into action. 

Calvin Coolidge once went to church 
alone on Sunday. On his return his wife 
asked him what the minister’s ser- 
mon was about. “Sin,” answered Cal. 
“What did he say?” his wife persisted. 
“He was agin’ it,” Cal replied. 

The same terse type of commentary 
might be applied to convention speak- 
ers. They talk on the sins of the busi- 
ness. They are “agin’ ’em.” And they 
are interested and energetic enough 
to try and wake up the congregation. 
—J.N.C. 


California Plan 


severity. 

It should be remembered that auto- 
mobile insurance is an economic fact 
and not the application of justice. The 
coverage must be paid. Since collision 
is included in the plan, along with BI 
and PDL, the companies at last have 
set up a method of attempting to get 
the money to pay for losses from those 
most responsible for them. In the case 
of collision, it doesn’t matter who is 
at fault, the insurance still has to pay. 
Also, it is apparent that under PDL 
it doesn’t make much difference who 
is at fault, the PDL pays and pays. 

In any event, no driver of the fam- 
ily automobile is going to be caught 
with very many surcharges for ac- 
cidents for which he is not to blame 
unless he is at least partially to blame, 
or to the extent of more than ordinary 
exposure. 

One of the weaknesses of previous 
merit programs, including the desue- 
tudinous New York preferred risk 
plan, has been the movement of in- 
sured from one company to another 
to escape the surcharge. In the pres- 
ent automobile climate, this is not like- 
ly to occur under the California plan, 
though improved experience might 
generate this sort of competitive pres- 
sure. 

A company anxious for auto busi- 
ness might take a chance on one “no- 
fault” accident, offer the 20% discount, 
and come out whole, But the insurer 
that takes a risk with two such ac- 
cidents is inviting trouble. 

Of course, to be gruesome, a risk 
on which the rate surcharges have 
been compiled altogether by an under- 
25 driver who gets killed (in an auto- 
mobile accident, say) probably can be 
written at the discount with a good 
chance of profit, without waiting for 
the three year clean record to become 


established. 

Or, a company might delude itself 
into taking a chance on a family car 
with a 25-year-old driver who com- 
piled all the discredits when he was 
24, or 23. But in this connection the 
experience of marine underwriters is 
enlightening. Their experience on the 
smaller pleasure boats has been bad 
and is getting worse. They have dis- 
covered, however, that if the operator 
has had a bad automobile driving rec- 
ord, he is quite apt to produce P.&I. 
and hull losses. Even the comprehen- 
sive personal liability underwriters are 
concerned over their boat losses. 

Thus on land or sea the tendency is 
for the same persons to give the un- 
derwriters trouble. In the California 
plan for the first time the bureau 
companies have a method of reflecting 
in the rate the driving habits, skills 
and attitudes of all drivers of the car 
—which seems highly important to 
their ability to continue to offer the 
family automobile policy. 

The California plan is not a penalty 
system. It is an effort to reduce the 
cost of insurance to those who least 
abuse the coverage and assess a set 
of practical surcharges on those most 
responsible for the cost. Neither is 
there here an attempt to recoup past 
losses. This is a plan with which the 
insurers hope they can collect enough 
to stay solvent in the future—K.O.F. 





Personals 


Gordon J. Burrer, who retired last 
month as Travelers manager at Cin- 
cinnati, suffered a mild heart attack. 
He is resting at home and is recover- 
ing nicely. 


James B. Donovan of the New York 
law firm of Watters & Donovan, has 
been named chairman of the commit- 
tee on administrative law of the New 
York State Bar Assn. Mr. Donovan 
previously has served as chairman of 
the insurance section. 


Richard V. DeVore, son of Robert B. 
DeVore, secretary of Hartford Acci- 
dent, was married to Sharon Lindsey 
of Milford, O., at Cincinnati. Mr. 
DeVore’s father was manager of Hart- 
ford Accident at Cincinnati prior to 
being transferred to the home office 
several years ago. 


Lillian E. Tracy has retired after 
more than 40 years with Hartford Fire. 
Miss Tracy was secretary to B. B. 
Gracey, vice-president and secretary. 
She was chairman of the elaborate 
pageant staged when Hartford Fire 
marked its 125th anniversary and 
was also a director of the Hartford 
YWCA for 12 years. 


E. Brook Vickery Jr., president of 
Vickery, Hoyt & Graham, Lloyds rep- 
resentatives at Chicago, was featured 
in the Chicago Sun-Times sports col- 
umn for his activities as president of 
the Chicago Cardinals Quarterback 
Fan Club. Owners of the football club 
have decided to keep the losing team 
in Chicago and move it to a new site, 
and the article describes Mr. Vickery’s 
attempts to “rally enough fans to the 
new Soldiers Field location this fall 
to make that decision a sound one.” 
Every Cardinal football Sunday, ac- 
cording to the story, he brings 35 to 
40 friends and neighbors in from the 
suburbs on a chartered bus. Mr. Vick- 
ery’s father is retired Cook County 
manager of America Fore. 
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May 1, 1959 


Deaths 


FRANCIS M. BLAKE, 80, retired 
vice-president of Phoenix of Hartford, 
died after a prolonged illness. He 
joined the company in 1905 and retired 
in 1951. 


VAYNE M. ARMSTRONG, 65, well- 
known insurance lawyer in Indiana- 


polis, died at the 


Robert W. Long 
a 


he 
Hospital. His firm, 
Armstrong, Gause, 
Hudson & Kight- 
linger specialized 
in work for insur- 
ance companies, 
and Mr. Arm - 











strong was well 
known to in- 
ance men through 
| his membership in 





Blue Goose and 
other insurance V. M. Armstrong 
| groups. He was 


national vice-commander of the Amer- 
ican Legion in 1941 and 1942 and 


| served as Indiana state commander in 


1933 and 1934. Mr. Armstrong, a grad- 
uate of Indiana Law School, began 
practicing in 1927. His insurance spe- 
cialty was inland marine. 


FRANK W. WELCH, 53, supervisor 
of direct collections for Zurich at Chi- 
cago, died of a heart attack in the 
LaSalle Street railroad station there on 

his way to work. 





PAUL J. KUETER, 73, who retired 
in 1955 after nearly 50 years as an 
adjuster in Chicago, died. He was 
founder of Kueter & Olson, which was 
known as Kueter, Haigh & Gardner 
at his retirement. Mr. Kueter was a 
| life member of Illinois Blue Goose. 


OMAR T. GAINES JR., 52, Iuka, 
Miss. agent, died there. 


THOMAS B. TRENHOLM, 53, a 
partner in the Wehman agency of 
Charleston, S. C., died at a local hos- 
pital. 


WILLIAM L. ZABRISKIE, 58, a fire 
adjuster for Royal-Globe for 31 
years, died at New York. His entire 
career was spent in the metropolitan 
New York area except for three years 
at New Orleans and Buffalo. He fre- 
quently aided National Board in ca- 
tastrophe office operations. 


L. KENT BABCOCK, retired secre- 
tary of Aetna Casualty, died at Hart- 
ford. He was with Aetna Casualty for 
32 years. He retired four years ago. Be- 
fore entering insurance he was secre- 
tary to the mayor of Indianapolis and 
the governor of Indiana. 


MLGG On Tour 


Mark Wells of the Insurance Journal 
of Los Angeles and MLGG of the Blue 
Goose, and Mrs. Wells were enter- 
tained in Chicago on their way back to 
California from a visit of eastern 
ponds. Mr. and Mrs. Lester C. Petter- 
son, and Mr. and Mrs. Sherman S. 
Leseth did the honors for the Illinois 
pond. Mr. Petterson, of Atlas-Royal 
Exchange-Sun, is a PMLG in Illinois 
and Mr. Leseth, Standard Accident, is 
a former wielder and is currently big 
toad of the Cook County puddle. 

Mr. and Mrs. Wells visited ponds at 
New York, Pittsburgh, Philadelphia, 
Baltimore and Toronto, and after Chi- 
cago stopped at Kansas City and Jop- 
lin, Mo. At the latter city several of 
the ponds from the southwest got to- 
gether to fete the Wellses. 
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Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, April 28, 1959 






Bid Asked 
Aetna Casualty ..... 197 202 
Aetna Fire ............ 7412 76 
Aetna Life ..... ‘aides 248 253 
American Equitable .. 4312 44'2 
American (N. J.) ig 27 28 
American Motorists 19'2 21 
American Surety 1912 2012 
WD. cass riascesins ; 3412 3512 
Continental Casualty 134 137 
Crum & Forster 762 78 
) | nna . 65!2 67 
Fireman's Fund 57 5812 
General Reins. . 78% 81 
Glens Falls ........ ; 39 40 
Great American Fire ..... 42'2 4342 
Hartford Fire ....... 186 190 
Hanover Fire ........... 40'2 41'2 
pT a Ape eeeeeen 51% 52% 
Ins. Co. of No. America .. 142 145 
UIE SII, cectnessabassceaketenee 362 38 
Maryland Casualty 3912 41 
Mass. Bonding ............ 3212 33% 
National Fire .... 135 Bid 
National Union ....... cdiesde 43 44 
New Amsterdam Cas. <iineiatae) |. 52 
DE. III sssissctsdeccicentaceunes 47% 49 
North River. ................ 44 4512 
Ohio Casualty 31 34 
Phoenix, Conn. 83% 85 
Prov. Wash. 20 21 
Reins. Corp. o 20 21% 
Reliance _......... 48'2 50 
St. Paul F. & ss cvansnicesncquetasonioe’ 59 6042 
Springfield F. & M. .......... . & 31% 
Standard Accident ....... af ae 59% 
TRV ONREG  ccisccicesessse 89 91 
U.S. F. &G 85 8612 
Tele Wits AP TIEUE cachshcictecxasesensovinoeesesvasessaneces 31% 32'2 





Reliance Coal Mine Unit 

Old Republic of Greensburg, Pa.., 
has taken over the coal mining busi- 
ness and service personnel of Reliance 
of Philadelphia. This represents a 
merger of the coal mine operations of 
two of the oldest companies in this 
field. Old Republic has been writing 
coal mine insurance for 25 years, for 
most of that time under the title Coal 
Operators Casualty. Reliance got into 
the coal mine WC line when it ac- 
quired Eureka Casualty, one of the 
specialists in this coverage. 


Anderson Joins Sun Group 


At New Cincinnati Office 


Roger W. Anderson has joined Atlas- 
Royal Exchange-Sun groups in charge 
of a newly opened field office at 1717 
Section Road, Cincinnati. 

Mr. Anderson, who is state agent in 
his new capacity, has been in the Ten- 
nessee field with Phoenix of Hartford, 
and before that was in Connecticut 
with Home. 


Oregon Surplus Line 
Premiums Declined In 1958 


Surplus line brokers in Oregon wrote 
premiums in 1958 totaling $4,518,665, 
approximately $600,000 less than the 
1957 total of $5,123,594. 

The 10 leading brokers were: 


Swett & Crawford ........ $622,774 
Rathbone, King & Seeley .. 615,901 
SEO: ON BUD a ccc ens ciwee 522,356 
Meridian, Inc. ............ 361,648 
Northwest Underwriters 350,537 
Kenneth I. Tobey ......... 226,378 
Manhattan Agencies ...... 200,562 
Cravens, Dargan & Co. ..... 199,429 
je eS ee 184,994 
Hansen & Rowland ........ 163,568 


Mich. Leaders To Meet 

An executive committee meeting of 
Michigan Assn. of Insurance Agents 
has been called for May 13 at Lansing. 
Among the matters to be considered 
is action on the commission situation 
which has been subject to a mail vote 
of the members. 


Forbes, Phelan Are 
Advanced In Rank 


By American States 

Ben H. Forbes, executive vice-pres- 
ident of American States, has been 
advanced to the new position of ex- 
ecutive vice-president and _ general 
manager. John D. Phelan, sales vice- 
president, has been promoted to ex- 
ecutive vice-president of sales and 
underwriting. He also will serve as 
executive vice-president of American 
States Life. Mr. Forbes has been with 
American States for 21 years, and Mr. 
Phelan for 14 years. Both are directors. 

American States is the largest stock 
casualty company in Indiana, with pre- 
miums last year of $32,801,558. Amer- 
ican States Life, which began opera- 
tions last May, closed 1958 with $4,- 
766,109 of insurance in force. 
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Birmingham F.&C. 
Clarifies Detail In 
Merger Bid Story 


A story in the April 24 issue of THE 
NATIONAL UNDERWRITER on the rejec- 
tion of American Liberty of Birming- 
ham’s unsolicited proposal to exchange 
its preferred stock for stock of Birm- 
ingham Fire & Casualty erroneously 
stated that H. G. Seibels, chairman 
of the latter company, was connected . 
with Seibels, Bruce & Co., Columbia, 
S. C. general agency. 

H. K. Seibels, president of Birming- 
ham F.&C., has also notified THE 
NATIONAL UNDERWRITER that the pro- 
posal, “which was given immediate, 
widespread publicity by American 
Liberty,” was made without the prior 
knowledge of Birmingham F.&C. of- 
ficials. 


COMING TO TOWN! 
nt 


be 


it’s the season for circuses and carnivals again in 


your community! And proprietors of carnivals, amusement 


parks, race tracks, swimming pools, camps, ferry boats 
and many other specialized summer enterprises will be 
calling producers ahead of time ... for the-public liability 


they must have. 


For all seasonal event coverages, as well as very hard- 
to-place short term liability, wise producers turn to Geo. 


F. Brown & Sons, Inc. 


For the best of service on your seasonal risks, call — 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. * Chicago 4 »* WAbash 2-4280 


116 John Street = 


New York38 « 


WoOrth 4-0745 











Fire & Casualty 
Company 





EARL W, GAMMAGE. PRESIDENT 





P.O. BOX 1662 ° 


ENTHUSIASM 


The sparkling asset of all successful insurance agents 


Can you imagine a successful agent without enthusiasm? We've 
never seen One, never expect to. Enthusiasm about his service, his 
fellowman, himself and his future—that’s the life-blood of every 
good agent. And we might add that enthusiasm for the companies 
with which he associates himself is also essential for success. 


PAN AMERICAN 
4> 


pay Au 


Insurance 
Company 





T. EARNEST GAMMAGE JR. 
HOUSTON 1. TEXAS 


exec ve P 
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NAIA State Directors Act On Advertising Program At Midyear 


insurance business with some _ con- 
cern, and he predicted fireworks when 
the hearings open. 

Morton V. V. White of Allentown, Pa., 
chairman of the federal affairs com- 
mittee, said that the speech of Don- 
ald P. McHugh, subcommittee counsel, 
at the zone 2 meeting of NAIC in White 
Sulphur Springs, W. Va., indicates 
that investigating unit now is going to 
tackle ratemaking in earnest. One of 


(CONTINUED FROM PAGE 1) 


the important ideas expressed, Mr. 
White said, is that the subcommittee 
believes that ratemaking bureaus are 


more than ratemaking bureaus. 


Mr. McHugh indicated that the sub- 
committee is skeptical about the bur- 
eaus generally, that rate making in 
concert always is suspect because it is 
“an unnatural way to make rates,” and 
that perhaps the bureau function 
should be reduced to the minimum of 
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OPPORTUNITY FOR 
GENERAL 
INSURANCE PRODUCER 


Leading St. Petersburg, Florida Agency needs 
successful general insurance agent or broker to 
se!l Life and A&H at 100% commission for 8 
months, then qualify under Flor'da law for gen- 
eral insurance license. Upon qualification, sal- 
ary, profit sharing, group insurance and other 
employee benefits. We have General Agency 
Contrects with 6 major life and casualty com- 
panies. Leads will be furnished. In reply please 
furn’sh complete résumé. Replies treated in 
strict confidence. Address Box F-88, c/o The 
National Underwriter Co.. 175 W. Jackson Bivd., 
Chicago 4, Ill. 








FIRE MANAGER 
OPPORTUNITY 


w'th rapidly growing Fire Department of mul- 
tiple line group-Fire, Casualty, Life. A+ Bests 
rated midwest companies have over 40 years 
sound growth in casualty, 5 years Fire, entering 
Life this year. We need a well rounded indi- 
vidual capable of managing our complete fire 
effort. 

Splendid opportunity to grow rapidly with us. 
Reply Box G-9, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








WANTED: SPECIAL AGENT 


Large Midwest Multiple Line Mutual Agency 
Company, operating nation-wide, has excellent 
opportunity for Special Agent in Western 
Michigan. Satisfactory starting salary, with all 
employee benefits. Our employees know of this 
ad. All replies confidential. Send complete 
résumé to Box G-7, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, III. 








Available 


Thirteen years of claims experience, as adjuster, 
branch manager, examiner and adjuster train- 
er. Heavy on bodily injury and administration. 
Will furnish best of references and résumé upon 
request. Reply Box G-5, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 
4, illinois. 








ACTUARY 


Fellow, Casualty Actuarial Society. Ex- 
perienced. Seeking Administrative Posi- 
tion. Will relocate. Write to Box G-8, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


SUPERVISOR 
ACCIDENT & SICKNESS DEPARTMENT 


Unusual opportunity for qualified man to head 
an expanding department in Atlanta for one of 
the cous ares multiple line stock companies. 
Complete line of accident and health policies. 
Large office, challenging position requiring 
good administrative abilities. Responsibility for 
production, underwriting, and serv'ce. 


Successful applicant must have  bonafide 
Group experience with first line company. 
Under 40 


Send complete résumé to Box G-I0, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ADJUSTER 


Challenging opportunity in San Francisco is im- 
mediately available for applicants experienced in 
all types Ocean Marine Claims. Comprehensive 
benefits program. Please submit résumé of educa- 
tion, experience, salary record, to: Box F-79, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill 








CASUALTY UNDERWRITER 
MIAMI, FLORIDA 
Young aggressive Casualty Underwriter able to 
make decisions, capably handle agents via tele- 
phone and generally supervise department for 
outstanding Florida General Agency. Salary com- 
mensurate with ability. Replies treated in confi- 
dence. Reply Box F-93, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








AVIATION UNDERWRITER 


Prefer young man with current pilot's license 
and some aviation ‘insurance underwriting ex- 
perience or casualty underwriting experience. 
Submit full details: The Ohio Casualty Insur- 
ance Company, Aviation Department, 136 North 
Third Street, Hamilton, Ohio. 











WANTED 


LARGE AGENCY IN NORTH CAROLINA DE- 
SIRES EXPERIENCED INSURANCE MAN TO 
BE OFFICE MANAGER. GOOD OPPORTUNITY 
WITH GOOD FUTURE. REPLY BOX G-4, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








WANTED 


Large Managing General Agency located in 
Indiana is looking for companies writing hard- 
to-place liability and fire at increased filings. 
Can assist in making filings if necessary. We 
have over 500 contracted and brokerage 
agents. Have complete field and claim service. 
Reply Box +148, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 








INLAND MARINE MANAGER 


Mid thirties, exclusively marine background, 
heavy commercial and organizational experience. 
Fully qualified to establish or reorganize marine 
operation. Presently employed by large national 
multiple line company; seeks company or agency 
affiliation other than New York City area. Résumé 
upon request. Reply Box G-12, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Ill 











STOCK COMPANY WANTED BY WELL ESTAB- 
LISHED NORTHWEST INSURANCE AGENCY 
FOR GENERAL AVIATION OUTLET. NICE VOL- 
UME—FINE EXPERIENCE—WILL SUBMIT PAR- 
TICULARS AND FINANCIAL STATEMENT UPON 
REQUEST. Reply Box G-I4, c/o The National 
—* Co., 175 W. Jackson Blvd., Chicago 
4, Ill. 





gathering statistics to arrive at a pure 
premium. 

Mr. Herndon said agents could ex- 
pect continued attacks on the PHA 
20% rule, made in 1952, under which 
local housing authorities do not have 
to accept the lowest bid for insur- 
ance on housing projects but may ac- 
cept one within 20% of the lowest 
bid. Public housing insurance now is 
divided, he said, 42% stock. 30 to 40% 
mutual, and 18% other types of insur- 
ers. Messrs. White, Herndon, Jones, and 
Porter Ellis of Dallas were in Wash- 
ington to work out a plan to thwart 
the comptroller general’s recommen- 
dation that the 20% rule be set aside. 
It now appears that the rule will be 
retained in most areas, Mr. White 
said. 


Agents Are Concerned 


Agents are much _ interested in 
H.R. 10 in Congress, the bill that 
would enable self employed to pro- 
vide their own social security. NAIA 
will back the measure. However, Mr. 
White said, Mr. Herndon recommends 
use of agent influence frugally. 

The Washington association wants 
agents to support H.R. 10 vigorously, 
Thomas A. Harman of Seattle de- 
clared, and he proposed a _ motion, 
which unanimously’ carried, that 
agents use every pressure possible to 
get it passed. They should get in 
touch with every member of Congress, 
especially those members not directly 
interested in the proposed legislation. 

Mr. Herndon pointed out that it was 
fine to alert congressmen, but that in 
Washington at the moment Congress 
is in the midst of the hot life insur- 
ance taxation situation. To make 
NAIA’s influence the most effective, 
it should be exerted as soon as hear- 
ings on H.R. 10 are announced. 

Mr. Harman said he did not feel it 
proper that the Eisenhower adminis- 
tration should balance its budget at 
the expense of independent business 
men, and that effort should be made 
to pass it over Mr. Eisenhower’s veto, if 
that ig mecessary. 


Want Stronger Support 


The Washington group also wants 
stronger support of the bill that would 
divorce financing and insurance from 
automobile manufacture. Here is the 
opportunity, Mr. Harman said, for 
NAIA to do a job for every local 
agent in the country. Washington 
doesn’t agree with the stand expressed 
by NAIA in its statement to the Ke- 
fauver committee. That statement em- 
phasized that the local automobile 
dealer competes with agents for this 
business. From this, Mr. Harman said, 
the legislators could conclude that it 
is all right with agents for General 
Motors and the other large car man- 
ufacturers to have insurance affiliates. 
But this is not so. he declared. General 
Motors with its insurers is competing 
toe-to-toe with the local agent for this 
business. Agents need those policies. 

His motion to have NAIA make pas- 
sage of the bill a major effort this 
session and in every Congress there- 
after till the job is done was tabled 
till a later session of the board. 

In the discussion, Mr. White said 





WANTED FIELDMAN 
FOR NEW ENGLAND TERRITORY 


Large multiple-line company doing a national 
business. Excellent opportunity for man with 
experience and proven ability. Please reply to 
Box G-I5, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








OPPORTUNITY 
for young man under 35 with insurance account- 
ing background to associate with midwestern 
multiple line insurance company. Experience 
should include statement preparation, toxes, 
1.B.M., finance and personnel. State age, ex- 
perience and salary range. Reply Box G-!3, c/o 
The National Underwriter Co., 175 W. Jackson 





Bivd., Chicago 4, Ill. 








Large Managing General Agency looking for stock 
or mutual companies writing Liability Lines, Fire, 
In'and Marine, Long Haul, Auto, Workmens Com- 
pensation, Aircraft, and Professional Malpractice. 
Can assist in making filings if necessary. Have 
over 500 contracted and brokerage agents. Com- 
plete field and claim service. Write Box 148, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 

















May |, 1959 


GM does not pose the most Serious 
problem—that is done by the auty 
dealer with a local finance-in sUrance 
tie-in. GM came out of the collision 
misclassification overcharging Mess 
with clean hands. He noted that deal. 
ers solicit this business after the cars 
get out of financing. Some dealers don’ 
make any money on the car sale, but 
have to rely on the profit from the 
insurance transaction. Local arrange. 
ments are more competitive than GM 
he said, even if the bill were passed. 
perhaps the local competitive situation 
would be no better than it is now. 


President Slawsby Speaks 


President Archie M. Slawsby noted 
that if financing and insuring are di- 
vorced, as has been suggested and as 
is provided in another current bill in 
Congress, what would agency compa- 





nies, which have financing facilities, 
do about that? He noted that these 


tompanies have taken no position on | 


the Kefauver measure. 

Frank McCaffrey of Detroit said he 
had done business with GM, Ford and 
Chrysler and with independent fi- 
nance-insurance outfits. He said he'd 


rather deal with GM, Ford and Chysler | 





California Auto Plan 
Causes Controversy 


(CONTINUED FROM PAGE 1) 
ations affiliated with California Assn. 
of Insurance Agents have expressed 
criticism and indicated to their mem- 
bers they suggest the plan not be 
“promoted.” In addition to the pen- 
alties imposed on innocent victims, 
agents also do not like the require- 
ment of a signed application. Strongest 
regional opposition stems from south- 
ern California locals. 

Comment among brokers in San 
Francisco seems to emphasize the belief 
that the announcement was premature 
—striking the newspapers without any 
indication to the producers that the 
bureaus had even prepared such a 
program. Producers knew that the Cal- 
ifornia Assn. of Insurance Agents was 
about to submit a somewhat similar 
plan to the company rating organiza- 
tions—but the bureaus “beat us to it” 
with their plan. 

Officers of the California agents’ 
association so far have discussed the 
subject with restraint and issued no 
official comment other than to say the 
association has received considerable 
criticism from members and officials 
from some affiliated local association. 

But direct writing companies wel- 
comed it—Founders group flooded the 
state with nearly-full-page ads charged 
with sarcasm: “What’s New About this 
Safe Driver Plan?—Founders has al- 
ways had it.” Even a couple of non- 
bureau specialty companies suggesting 
the same idea. 

One widely known San Francisco 
broker replied when questioned as to 
his reactions: 

“The bureau companies are about 
10 years late—and then they come up 
with something that missed its mark 
with those heavy penalties. In our 
business we are constantly confronted 
by remarks from old clients reminding 
us that ‘I haven’t cost the company a 
nickel in all the years I’ve insured 
with you—why do I have to pay the 
same rates as the man who’s always 
causing or involved in accidents?’ Now, 
1 take this plan out and show him pen- 
alties—also if we try to chase everyone 
around in renewals to get signatures 
—some of our clients live 25 to 50 
miles away—that’s just too expensive 
—the commission is chewed up in un- 
necessary leg-work before we even 
get it.” 
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than with some of the independents. 
It seems un-American and unbusi- 
ness-like to legislate someone out of 
business, he said, and he is opposed 
to it. The measure will not eliminate 
finance-insurance business being done 
through automobile dealers. 

Mr. Harman said the next step is 
to divorce financing from insurance. 

Action on his motion was put over. 

States which have reached 100% 
of their Big I quota were recognized 
with plaques and certificates. These 
are Florida, Arizona and South Caro- 
lina. Certificates went to those which 
have reached 60% of quota—Alabama, 
Colorado, Connecticut Delaware, Dis- 
trict of Columbia, Georgia, Illinois, 
Maryland, Mississippi, Nevada, North 
Carolina, Tennessee, Utah, and Virgin- 
ia. West Virginia guaranteed 60% of 
its quota at the meeting here, and 
Arkansas, Kansas and _ Louisiana 
agreed to do so. Texas now has 1,414 
individual pledges. 

Alaska created a sensation by bring- 
ing in more than $1,000, though be- 
cause of lack of TV coverage in that 
state it does not participate in the 
program. Jack Conway of Sitka said 
Alaska wanted to give the program its 
backing. 

The discussion of the Big I program 


| for 1960 ranged from the desire of the 


Washington association to continue out 
of it to enthusiastic support of the 
larger, $2 million goal. Some of the 
western states indicated a preference 
for newspaper and magazine advertis- 
ing rather than TV. 

Howard J. Gescheidler Jr. of Ham- 
mond explained the position of the 
Indiana association, which collected 
$55,000 but turned in only $10,000. 
This was, he said, because the $55,- 
000 represented the state’s proportion 
of a $2 million program which turned 
out to be a $1.1 program. 

The Far West Agents Conference 
elected E. H. Miller of Carson City, 
Nev., chairman, J. B. Holden of Cald- 
well, Ida., vice-chairman, and Trev A. 
Burrow, executive secretary of the 
California association, secretary-treas- 
urer (reelected). 

To make its meetings more effective, 
members voted to have two days of 
workshop sessions with company rep- 
resentatives just prior to the confer- 
ence’s annual meeting, to discuss mu- 
tual problems. One official from each 
state would participate in these in- 
formal discussions. 


INSURANCE 
OPPORTUNITIES 


EXECUTIVES OF TOP COMPANIES WHO 
ARE SATISFIED CLIENTS LIST THEIR 
NEEDS WITH US REPEATEDLY. TAKE 
ADVANTAGE OF THEIR CONFIDENCE 
IN CADILLAC. 



















¢ AGENCY MANAGER ............ $7,500 
* A& H UNDERWRITER .......... $6,000 
¢ FIRE UNDERWRITER ........... $7,200 
¢ SAFETY ENGINEER ............ $7,500 
¢ CASUALTY MANAGER .......... $9,000 
¢ FIELD MAN, MICHIGAN ........ 8,000 
© SAFETY ENGINEER—TRAINEE ... $5,400 
¢ A & H GROUP UNDERWRITER ... $6,600 
¢ BRANCH MANAGER ...... “ve 8,500 
¢ GROUP INS. ADM. ............. 7,200 
¢ A & H GROUP, SUPERVISOR _... $9,000 
¢ VICE PRESIDENT—ADM. ....... $22,500 
CALL WIRE WRITE 
In Complete Confidence to: 
H. J. Roberts 


Insurance Executive Consultant 


CADILLAC ASSOCIATES, INC. 


29 E. Madison Building Financial 6-9400 
Chicago 2, Illinois 


“Where More Executives 
Find Their Positions Than 


FeNATIONAL UNDERWRITER 


Deny N. Y. Credit Cover Injunction 


The New York supreme court has denied Superintendent Thacher’s request 
for a preliminary injunction to restrain Continental Casualty from writing 
credit policies until its forms and rates have been approved under the new 
subdivision 7 of section 154 of the law, enacted last October. 

In opposition, Continental Casualty declared that for more than 10 years, 
insurers writing A&S, including credit covers, have been required under sub- 
division 1 of section 154 to file forms for approval by the superinendent. If 
benefits had been out of line with rates, he would have disapproved such 
forms, the company stated. While the new subdivision refers more particularly 
to credit life and A&S, it does not create a new category of coverage; the 
superintendent’s guides to rate supervision under both subdivisions is there- 


fore identical. 


The company further contended that all its credit policy forms issued since 
last October were approved by the superintendent, as evidenced by corre- 
spondence between him and the company. In approving its forms, the super- 
intendent necessarily determined that benefits were in keeping with the 
rates, the company stated. Since these approvals had not been withdrawn, 
there was no need to resubmit the forms. ; 

Moreover, if the new subdivision required their discontinuance, the super- 
intendent should have withdrawn previous approval by following statutory 
procedure. This provides, in part, that the superintendent may, after notice 
and hearing given to the insurer which submitted the form for approval, 
withdraw such approval if use of the form is contrary to law at the time of 
withdrawal. By his motion for an injunction the company contended, the 


superintendent had in effect 


summarily 


withdrawn his approval of the 


company’s credit forms or peremptorily outlawed their use, contrary to law. 
In view of the disputed facts, the court denied the injunction and filed 


for an early trial. 








Anywhere in the World." 





Richardson, Carter In 
Rough Notes Posts 


Roy R. Richardson has been named 
manager at Boston by Rough Notes Co. 
to succeed the late Walter N. Collins. 
He will supervise Massachusetts, ex- 
cept the southeastern section, Ver- 
mont, New Hampshire and Maine. He 
was formerly in the field for Employ- 
ers Liability. 


Craig A. Carter has been named 
manager of the new Hartford office. 


He will supervise Connecticut, Rhode 
Island and southeastern Massachus- 
etts. Mr. Carter held home office and 
field positions with American, and 
most recently was in the multiple line 
department of Royal-Globe at New 
York. 


McGee Names Seven 

William H. McGee & Co. has elected 
Louis J. Etzel and Robert S. Dicus 
vice-presidents and Wayne H. Holmes 
vice-president and secretary. Robert 
J. Moir, vice-president of inland pro- 
duction, and Kenneth J. Roonan, loss 
secretary, were elected directors. 
George J. Nicolaus was named resi- 
dent secretary at Philadelphia and A. 
Frank Signore assistant treasurer at 
New York. 


Williams In Fla., Bennett 


In Ga. For Aetna Casualty 

Gerald L. Williams and E. Everett 
Bennett have been named fire special 
agents of Aetna Casualty. Mr. Williams 
will be located at Tampa and Mr. 
Bennett at Atlanta. 

They are graduates of Aetna Cas- 
ualty’s sales course and the home office 
fire school. 





25,000 N. Y. Car Owners 
Lose Plates In Month 


For allowing insurance to lapse 24,- 
805 car owners had registrations re- 
voked for 30 days by the New York 
bureau of motor vehicles during March. 
Had the owners voluntarily surrender- 
ed their plates before coverage lapsed, 
as did 28,993 others during the month, 
they would have been able to recover 
the registrations at no charge as 
soon as proof of new insurance was 
provided. 








DIRECTORY OF RESPONSIBLE 


INDEPENDENT ADJUSTERS A 


27 


Now, at the conclusion of the 30- 
day period, they will be required to 
show new evidence of insurance and 
also purchase completely new regis- 
trations and plates. This is provided 
by the compulsory auto insurance law. 

The bureau revoked for one year 
the licenses of 48 convicted of driving 
without insurance, while 30-day revo- 
cations were issued against 2,740 non- 
residents for lack of insurance. 


NAUA Meeting Set 


National Automobile Underwriters 
Assn. will hold its annual meeting at 
Hotel Statler, New York, May 20. An- 
nual reports will be presented. 


Louisville A&H Men Elect 


Louisville Assn. of A&H Underwrit- 
ers has elected Steven Liddell, State of 
Kentucky, president; Arnim Mayes, 
Mutual Benefit H. & A., Ist vice- 
president; George McGough, Wabash 
Life, 2nd _ vice-president; R. J. 
Schultz, Occidental Life of California, 
secretary, and Paul E. Dull, Monarch 
Life, treasurer. 


Iowa A&H Men Elect Slotten 


Rollie Slotten, Inter-State Assur- 
ance, has been elected president of 
Iowa Assn. of A&H Underwriters. The « 


producers, who met in Des Moines, 
elected DeWayne Ehlert  secretary- 
treasurer. 


Speakers at the meeting were Bruce 
Gifford, managing director of the In- 
ternational association; E. E. Ballard, 
president of All American Life & Cas- 
ualty and W. Clement Stone, president 
of Combined of Chicago. 

















O. R. BALL, INC. 


Fire — Inland Marine 
Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 











Florida 1-5095 








J. L. FOSTER & R. K. FOSTER 
Insurance Adjusters 
First National Bank Bidg. 
Springfield, Illinois 
Tel. 8-7555 
Br. Office, Bloomington, III. 
Inland Marine Casualty 

















New Minnesota 
Handbook Published 


A new Underwriters Handbook of 
Minnesota has just been published 
by the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Minne- 
sota Handbook may be obtained 
from the National Underwriter Co. 
at 420 East Fourth Street, Cincinnati, 
2, Ohio. Price $12.50 each. 





THOMAS D. GEMERCHAK 
Insurance Adjustments 
All Lines 


416 Citizens Bidg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 — Res. Fa. 1-9442 














R. L. GRESHAM & CO. 


321 North 5th Streei 
goody Las Vegas, Nevada 
Servicing 
Beatty and Pioche, Nevada 
St. George and Cedar City, Utah 
Needles and Baker, California 











LIVINGSTONE 
ADJUSTMENT SERVICE 
620 E. Edwards St., Springfield, Illinois 
Branch Offices: Decatur — Mattoon — 
Mt. Vernon — Belleville — Quincy 
Covering Central and Southern Iilinois 
All Lines of Fire & Casualty 








J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 
Adjusters All Lines 


Phone HArrison 7-3230 
175 W. Jackson Blvd., Chicage 4 








RAYMOND N. POSTON, Inc. 
159 S. W. 8th St. Miami, Fla. 
aster BRANCHES 
FT. LAUDERDALE 
PALM BEACH AREA 
KEY WEST 
ST. PETERSBURG 
TAMPA 
SARASOTA 














428 So. Main, Salt Lake City, Utah—515 Eccles Bidg.. 
Utah—tst Security Bank Bldg., Idaho Falls, 


Ogden, 
Idaho—258 Broadway, Pocatello, Idaho—i2! - 2nd Ave. 
East. Twin Falls. Idaho—3i7 W. Center, Provo, Utah. 














C. R. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 


301 Mid-Continent Bidg. 
Tulsa, Oklahoma 


Phones LU 2-5460 
GI 7-3850 
































Assets: $360,068,450 
*Underwriting Earnings: $22,942,424 


KEMPER INSURANCE REPORTS: 


Highlights of 1958 
Premium Income (sales): $203,188,529 





*Investment Earnings: $6,433,545 


*Policyholder Dividends: $19,629,102 


*Excludes Life Company Operations 


Fidelity Life Association, A Mutual Legal Reserve Company, of Fulton, Illinois, increased insurance-in-force 142 
per cent and dividends to policyholders 25 per cent in its first year as a member of the Kemper group. 


FINANCIAL STATEMENTS 


Lumbermens Mutual Casualty Company 
Chicago 40 

Statement at the close of business December 31, 1958, as reported to the Depart- 
ment of Insurance, State of Illinois (All bonds amortized. Stocks at book value, 
which is less than market value. If all stocks were valued at market, assets would be 
increased $8,677,358.85. Surplus would rise by the same amount, less a reserve 
with which to pay the 25% capital gains tox.) 

ASSETS 

CREME occ | c Acuaik 0.0 35 KA daw ekon oerives wae $ 8,517,164.70 
U.S. government bills, certificates and notes........... 84,225,779.19 
U.S. government bonds......... ab oho leah oa Braet ich ae 64,375,130.68 
Canadian government bonds..................++++-: 3,862,752.46 


State, county and municipal bonds..................05. 22,663,996.92 
Public utility and other bonds....................0000- 10,729,735.14 
Os <n ee 5 Ro So oh sl a RS Cate Soar ot rare cease 15,865,100.71 
First mortgages and collateral loans................5005 945,162.44 
Real estate (including company buildings).............. 17,507,418.11 
PCCMRININS ID CEANEMUSSION...... .. ©. onc.c ciclo diese csweeer 4,599,453.59 
Accrued interest and other assets. ...........0.0.000e0: 1,972,906.35 
CO: ¢ i ere a $235,264,600.29 
LIABILITIES 
Reserve for losses and adjusting expenses............... $119,061,685.00 
Reserve for unearned premiums...................005. 46,443,930.00 


Reserve for taxes, expenses and reinsurance............. 7,931,547.55 


Reserve for dividends to policyholders............. 21,827,437.74 
NN ac Nig tg. c'n's re tania WAL OI RSA RATE $195,264,600.29 

Reserve for portfolio fluctuation.......... $ 5,000,000.00 

Reserve for contingencies................ 7,500,000.00 

ne ne BEES at eres 27,500,000.00 

SURPLUS AS REGARDS POLICYHOLDERS.............-+--- 40,000,000.00 
SNe ds oes ks Bales hada ule $235,264,600.29 


Securities carried at $15,377,597.03 in the above statement 
ore deposited as required by law. 


American Manufacturers Mutual Insurance Company 
Home Office: New York 17; Executive Office: Chicago 6 
At the close of business December 31, 1958, as reported to Insurance Department, 
State of New York 

Bonds on amortized basis. No bonds in default as to principal or interest. Stocks 
at book, which is less than market. If all stocks were valued at market, assets 
would be increased $941,873.15. Surplus would rise by the same amount, less a 
reserve with which to pay the 25% capital gains tax. 


ASSETS 

ed Kiera iste Ree ee $ 1,158,873.96 
Deca ean 2,868,131.89 
U.S. government bonds and notes................0.0000. 8,299,918.23 
State and municipal bonds........ 2,116,829.84 
Public utility and other bonds....................00000 1,718,440.94 
PENNE css chk ken ono RL ena a hed ea 2,066,549.35 
First mortgage loans on real estate..................005- 1,543,853.13 
Premiums in transmission and other assets.......... 258,984.58 


oe |, . .$20,031,581.92 


LIABILITIES 
Reserve for unadjusted losses. ...... Pa cht kate ha .$ 2,254,666.00 
Reserve for unearned premiums. . Piet tig eee 9,558,503.00 


1,207,982.35 
2,010,430.57 


Reserve for taxes and expenses... ecu 
Reserve for dividends to policyholders... . . 


WO ios wise heb 50% ik herders . .$15,031,581.92 
Guaranty fund (Sec. 76, N.Y. Ins. Law)...... $ 500,000.00 
Reserve for security fluctuation (vo/untary).... 500,000.00 
Reserve for contingencies (vol/untary)..... . 1,000,000.00 
aA Fa oes wae sss asst ese 0 es Se 
SURPLUS AS REGARDS POLICYHOLDERS................0.- $ 5,000,000.00 
Do ee a a Bate Oe ar .. . .$20,031,581.92 


Securities carried at $469,478.42 in the above statement 
are deposited as required by law. 






CHICAGO 40 


American Motorists Insurance Company 
Chicago 40 


As of December 31, 1958, os reported to the Department of Insurance, State of Ill. 
All bonds amortized. Stocks at book value, which is less than market value. 


ASSETS 

eee ee Ee CR ara SS Le ng eke Ce Re $ 4,249,474.18 

U.S. government bills, certificates and notes.............. 26,227,116.60 

EL SS PORETNIMRE UNOS 8 ios cca cack. ce leis cs cae hele 26,897 ,467.53 

Territory, state, county and municipal bonds............. 8,114,650.05 

Public utilicy and other bonds................0.000eeeee 2,502,778.72 

TR Ci hd OS ge ts =O BY oe RR tena? ab Rt i Pa oe 1,650,837.46 

First mortgage loans on real estate............... 000005 107,515.14 

ee 2,823,347.68 

Accrued interest and other assets... ...........00e eee eee 1,584,607.10 
I NONE hon eis srg cas eee 80 ban $74,157,794.46 

LIABILITIES 

Reserve for losses and adjusting expenses................ $36,851,899.00 

Reserve for unearned Phe accra o's We eves 18,131,319.00 

Reserve for taxes, expenses and reinsurance.............. 3,637,587.76 

Reserve for dividends to policyholders............... 5,036,988.70 
Me eG Sinn, oe meee te Raed $63,657,794.46 

Reserve for portfolio fluctuation............ $1,000,000.00 

Reserve for contingencies.................. 1,000,000.00 

EE ET TT eae 4,000,000.00 

BR IR Gh ie. vac ohn cies ounces Penta baie 4,500,000.00 

SURPLUS AS REGARDS POLICYHOLDERS................... 10,500,000.00 
RS Ga eo rine has en eon $74,157,794.46 


Securities carried at $3,785,648.91 in the above statement 
are deposited as required by law. 


Federal Mutual Insurance Company 


Chicago 40 


Statement at the close of business December 31, 1958, as reported to the 
Department of Insurance, State of Illinois. 


Bonds on amortized basis. No bonds in default as to principal or interest. 


ASSETS 
IN 5 os ce A ioe oes era ck we meaeas $1,338,124.01 
U.S. government bills, certificates and notes............... 1,252,384.55 
TB OME TRING ok 6S wins bo REAR ES 2,791,142.23 
State, county and municipal bonds....................... 75,419.68 
Public utility and: Other BONA... 5.66 cece se cece ee cc eae 313,105.12 
Premiums in transmission and other assets................ 850,454.16 
III 0s docs clayisiv o chek pa clea Vibes. 00% $6,620,629.75 
LIABILITIES 
Reserve for losses and adjusting expenses................. $ 603,790.00 
Reserve for unearned premiums. ..................2.205: 1,163,978.00 
Reserve for reinsurance treaty deposits.................... 849,590.07 
Reserve for premiums paid in advance.................... 307,126.65 
Reserve for taxes, expenses and other liabilities............ 403,693.53 
ee ae ee a ee ee, Se 692,541.50 
oss eee eo cic ws ois bs oa kee Red VERS $4,020,629.75 
SURPLUS AS REGARDS POLICYHOLDERS..................-- 2,600,000.00 
pi” RRR Arseny stats eee ae ery eet $6,620,629.75 





Securities carried at $320,000.00 in the above statement 
are deposited as required by law. 


BRANCHES IN: ATLANTA + BOSTON + COLUMBUS + DALLAS + LOS ANGELES » NEW ORLEANS » NEW YORK 


PHILADELPHIA + SAN FRANCISCO + SEATTLE » SUMMIT, N. J. © SYRACUSE » TORONTO 


OVERSEAS OPERATIONS IN: BRAZIL +» PUERTO RICO 
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